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mpartial analyses 


of investment holdings... 


made by the Statistical 
and Research Dtviston of this Bank 





The Illinois Merchants Trust Company 
maintains a special Statistical and Research 
Division, from which may be secured dis- 
interested analyses of investment holdings. 
It is independent of any department of 
the Bank and is, in fact, called upon by the 
various departments for information. 
Banks find the services of this division 
especially valuable in connection with 
their secondary reserves. Time and again 
bankers write that the complete invest- 
ment data furnished by this division has 
enabled them to strengthen their second- 


ary reserves, particularly in respect to 
liquidity. 

The report submitted them by the Sta- 
tistical and Research Division, analyzing 
the status of each of their securities and of 
their lists as a whole, with recommenda- 
tions attached, gives them an authoritative 
guide for improving their holdings. 

This report places the bank request- 
ing it under no obligation to the Illinois, 
Merchants Trust Company. Banks are 
invited to avail themselves of the services 
of this division. 


ILLINOIS MERCHANTS 
TRUST COMPANY 


Resources Over 4+ 50° eMillion Dollars 


CHICAGO 


Readers will confer a favor by mentioning THE JULY, 1928 BANKERS MONTHLY when writing to our advertisers 
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, a Nie Polo! 


N OUT and out fairy tale, from 
beginning to end! So his con- 
temporaries looked upon Marco 
Polo’s account of his travels. 
“‘That’s a Marco Polo!” became the 
common expression for any fantas- 
tic yarn. 

Yet most of Marco Polo’s tales 
were true. Only the provincialism 
of the day prevented people from 
believing anything that was outside 
their own experience. 

Quite different was the public 
attitude in 1584, when Ortelius 
made the map reproduced above. 

As against one traveler in the 
thirteenth century, now there were 
scores, successors to Columbus, 
Vasco da Gama, Magellan. It was 


aD 
LB pany 
a weaniis aiieaal for anything, 
even wind wagons. 

A more wholesome mental out- 
look, even if it did favor the spread 
of much misinformation. 


For the new interest in geography 


Some of Rand M¢Nally & Company’s 


Products and Departments 


Atlases 
General Atlases 
Commercial Atlases 
Goode School Atlas 


Maps 
School Maps 
Auto Road Maps 
Commercial Maps 
Economic Maps 
Special Maps to Order 


Globes 


Publications 
Text Books 
Children's Books 


Readers will confer a favor by mentioning THE JULY, 1928 


General Printing 


Child Life Magazine 
Banker's Monthly 
Banker's Directory 
Banker's Bulletin 
Aviation 


Railroad and Bus Tickets 


Coupon Books 
Washington 


536 S. Clark Street, Chicago 


was intensely stimulating. Map 
after map was made and studied, 
each a new conception of what this 
earth might be, each a new attempt 
to piece together the tremendous 
facts daily coming to light. 

Above all, it was this broadening 
interest in geography that made the 
sixteenth century the most intel- 
lectually productive in the history 
of western civilization. 

The study of maps, globes and 
atlases is as fascinating, it has the 
same inspiration for the imaginative 
mind now as then. Cultivate it! 

Rand MCNally Maps, Globes and 
Atlases are scientific, accurate, up 
to date. Obtainable at leading book- 
sellers’ and stationers’ or direct. 


RAND MSNALLY & GOMPANY 
Map Headquarters 


Dept. N-19 
270 Madison Avenue, New York 


San Francisco Los Angeles 
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2 You will find it 


to your advantage 
to be 


“FIRST” SERVED 


|| NATIONAL * St Louis 
| BANK 












INVESTIGATE 
OUR SERVICE 


FIRST NATIONAL BANK 





Broadway—Locust—Olive 





‘St. Louis’ Largest Bank 
'<$IN ST. LOUIS 
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Should Banks Solicit 





Bond Sales Among Savers? 


No Securities Sold 


E do not believe that in a city 
of this size it is wise for a bank 
to sell securities to its depositors. It 
has been our experience that to act 


as advisers is wiser 
rather than to be in 
the position of selling 
securities which our 
local people regard us 
as guaranteeing be- 
eause of the fact that 
we sell them. 


cept as a broker.—C. E. 
Treman, President, Ithaca 
Trust Co., Ithaca, N. Y. 


Security Selling Kept 
Confidential 


T has not been the pol- 

icy of this institution 
to solicit savings custom- 
ers as bond prospects. 
We do not believe our 
customers would like this 
and wish to give them as 
nearly as possible a serv- 
ice fully confidential. 

In our opinion, an in- 
dividual should buy bonds 
only after he has a sav- 
ings account with a bal- 
ance of at least $500 to 
$1,000. 

If we notice’ an un- 
usually large savings ac- 
count, we will, of course, 
discuss bonds with the de- 
positor, and the manager 
of our savings department 
has cooperated with us 
splendidly in furnishing 
us the names of consistent 


6 


I know this is a con- 
servative viewpoint but we have 
been able to make our profits from 
the regular banking business and up 
to date, at least, we have thought it 
wise not to buy or sell securities ex- 


| pregecnen differ on this matter of selling 

the customers of one department on 
the services of another, but the trend 
of bank management seems to favor it. 


savers who make it a practice to with- 
draw funds from their savings ac- 
count after they have reached a size- 
able balance.—Mark A. Smith, Man- 
ager, Bond Department, The City 
National Bank, Paducah, Ky. 


The Bankers Monthly 
Round Table Of Discussion 


Savings Customers Ask For 


Advice 


T is not the policy of our institu- 
tion to suggest to all of our sav- 
ings department customers the mat- 












Out of the Experience of— 


GUY E. BOWERMAN 


Vice President, Hibernia Securities Co. of 
New Orleans, Los Angeles 





































ANY loans in some banks are not loans 
at all in the strict interpretation of the 
term, but rather adventurous advances upon 
the crops and industries of the community. 
It is usually not difficult to weather one 
year of crop failure, but a succession of 
them is largely responsible for the high rate 
of bank mortality. 

One of the chief contributing factors to 
less cautious methods in small communities 
is the strife for business and the pettiness 
and jealousies which this engenders. 

Personally, I do not believe we should be 
permitted to mingle savings deposits with 
demand deposits and list them for com- 
mercial purposes, thus destroying what 
would otherwise be a secondary reserve to 
protect the bank in time of need. 





















curities. 
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ter of investing their savings in se. 
However, on numerous oe. 
easions, where we felt the parties 
would be interested in making in- 
vestments, we have taken such steps, 
The Trust Company of Georgia, 


which is owned by our 
bank, has a stock and 
bond department and 
we have furnished this 
department with the 
names of these pros- 
pective investors. 


Fully 80% of our savings deposi- 
tors, before making any definite de- 
cision, will discuss the matter of 
their account with the officer in 
charge of our savings department 
and, of course, in this way we get 


the lead for our stock and 
bond department. When 
these savings customers 
are presenting coupons 
and dividend checks for 
deposit, this is also fol- 
lowed through for the 
stock and bond depart- 
ment. 


Many Customers Prefer 
Cash To Bonds 

In many instances, we 
have found that the av- 
erage savings depositor 
would rather have his 
money in the savings de- 
partment, where he is 
drawing interest, than to 
invest in securities. In 
other instances they are 
saving for homes, but 
more often they would 
rather add to their sav- 
ings, as stated, and keep 
their funds in cash than 
to invest—H. Warner 
Martin, Vice President, 
The Atlanta and Lowry 
National Bank, Atlanta, 
Ga. 
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New Union Trust Building, Detroit, now under construction 










For more than 36 years the Union Trust Company 
has believed that “Friendship is best expressed in 
Service.” And now, a great new building towers 

ward toward the sky . . . a substantial pledge 
chat this friendly service will be maintained. 


| EEA Union Gust Company Ys 


First Trust Company in Detroit—Friend of the Family 


ry f , 
™ Griswold at Congress Street 
ta, Detroit 
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For many years we have 
made a profound study of 


BANK 
BUILDING 


including the important 
interior plan, equipment 
and vault construction. 








First National Bank, Somerset, Pa. 


Approximate size, 30 x 65; Approximate cost, $70,000.00 





There are no 
extras for in- 
terior equip- 
ment and vault 


Our fee is six 
per cent of the 
total cost of 





the work. 
work. 
-<¢D 
aa) Bl 
The superin- 
tende a e is The one charge 
covered in the takes care of 
fee all services as ; 
specialists. 





Farmers and Merchants Trust Company, Greenville, Pa. 


Approximate size, 41 x 105; Approximate cost, $106,000.00 






When commissioned to do your work, drawings and specifications are 
completed promptly and you are given a definite guarantee that the total 
costs of the proposed building will not exceed your reasonable estimate 





SIMONS, 
BRITTAIN 
& ENGLISH 


Designers of 
Bank Buildings 
since 1914 


336 Fourth Avenue, Pittsburgh 








First National Bank, Pleasantville, N. J. PHILADELPHIA COLUMBUS 
Approximate size, 43 x 80; Approximate cost, $131,000.00 


Readers will confer a favor by mentioning THE JULY, 1928 BANKERS MONTHLY when writing to our advertisers 
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Directors’ Influence 


How we make 


use of it 


“'P.HE bank staff had an interest- 
ing time last evening at the 
semi-monthly meeting,’’ remarked 
the assistant cashier to one of his 
bank’s directors. ‘‘Some of these 
times, we’re going to invite our 
directors to attend a meeting.’’ 
“I’m glad you mentioned this,’’ 
replied the director. ‘‘I’d rather 
tell you this than our president. I 
would enjoy coming, but I don’t have 
the time. You know, your directors 
have their own 
business interests 
to look after.”’ 
This conversa- 
tion actually took 
place, and I assume that it voices con- 
ditions existing with not a few banks. 
The average bank director, like 
the average bank 
employe, does not 
warm up quickly 
to new business 
development ideas 
and carry on any 1 
amount of contin- 
uous personal sol- 
icitation for ae- 


counts. If the 
bank has a new . 3. 
business depart- 


ment, the direc- 
tor thinks he is 
relieved of all 
responsibility for 5 
getting new busi- 


Excuses 
Directors Offer 


. Why should I get new accounts |B 
any more than get new loans. 


2. My interest in the bank is simply 
as an investment. 


The bank has a new business 3. 
department for that work. 


4, The bank has officers paid to 4. 
make it grow. 


. I have no time to spare from my 
own business. 





ness. Getting new business, he 
thinks, is the chief work of the new 
business department of the bank. 

It may be that the director. classes 
the new business department with the 
bank’s loan department. As a direc- 





Should Directors Solicit New Business 


bo 


alone. 





The Reply 
of One Bank 


More people must be called on 
to make the bank grow than to 
find investments for its funds. 


. You are a partner in the business 
and fully responsible. 


The new business department 
cannot produce proper growth 


You are supposed to direct and 
aid the officers. 


5. This is your own business just 
as much as any organization 
you manage alone. 


By C. E. AURACHER 


Assistant Cashier, Cedar Rapids Savings Bank 


and Trust Co. 


tor should he make loans for the loan 
department any more than get busi- 
ness for the new business depart- 
ment? Directors usually view this 
department as a thing foreign to the 
other functions of the bank, when 
the truth of the matter is that it 
cannot get satisfactory results when 
it works independently. It must 
have the cooperation of the bank’s 
officers, employes and directors ; yes, 
even the stockholders and the bank’s 
present customers 
must lend aid. 
Directors are in- 
clined to consider 
their interest in 
the bank more as a pure investment, 
like a bond, than a partnership in the 
business carrying an opportunity to 
co-operate in the 
growth of the 
bank’s influence 
and deposits and 
ultimately in the 
bank’s larger 
profits. 
Usually, a 
bank’s_ directors 
are prominent 
business men with 
a multitude of ac- 
tivities not only 
in their own and 
other firms in 
which they are 
financially inter- 





























ested, but they are also drafted to 
serve as officers of local community 
organizations, such as the chamber 
of commerce, community chest drives, 
ete., and are placed on committees 
of churches, lodges, schools, hospitals 
and luncheon clubs. 
All of which requires 
time outside their 
regular business. 
Thus, the problem 
of more than one 
bank is how to get 
directors into the 1 
habit of soliciting 
business consistently ; 
how to line them up 
to cooperate with the 


each director go over the list of 
names carefully as there might be 
some prospects whom some director 
might know or meet in a business or 
social way, and a word from him 
about his bank would have influence 











A Plan That 
“Lined Up” Directors 


. An officer was delegated to make personal 
calls on prospective depositors. 


2. A list of calls made by this officer was mailed 
weekly to all directors. 


for customers, the willingness of of. 
ficers and employes to serve the pub. 
lic in a way that was more than just 
satisfactory. 

The plan proved practical. Its 
persistency soon made an impression, 
Directors began to re. 
mark to the bank’s of. 
ficers about the good 
work done and fre. 
quently inquired 
about the new busi- 
ness secured. Now 
and then, the bank re. 
ceived a tip about a 
prospect from some 
director or was in- 
formed that a direc. 


officers and employes 3. An accompanying letter explained the solici- tor had spoken a word 
in getting new busi- tation plan. to a prospect on a re- 
gar 4. Directors were asked for names of prospects. cent list. 

The following plan One director con- 


may point to a solu- 
tion of the problem. 


5. They were asked to speak a good word for 
the bank whenever possible. 








nected with a life in. 
surance agency in- 


While the method of 6. They were not asked to solicit new business. formed the bank that 
influencing the direc- 7. The weekly letters “sold” the bank to his agency received 
tors is by example directors. information when- 
and not direct, it pro- - : ever one of its policy 
duced direct results 8. New accounts secured were reported in the holders moved into 


in time and resulted 


also in valuable new 9. 
business for the bank 
from the start. 10 


One of the bank’s 
officers was delegated 
to take on the work 
of personal solicita- 
tion among prospec- 


weekly letters. 


Directors were furnished books of blanks for 
reporting prospects. 


Copies of the reports to directors are given to 
all employes. 


The Beneficial Results 









the territory and that 
he would refer the 
names promptly to 
his bank as_prospee- 
tive depositors. 

The accumulated 
effect of the weekly 
lists and letters began 
to tell on the direc- 


tive customers by de- 1. Directors complimented officers on the good tors. There was soon 
voting several hours work done. plenty of evidence 
daily outside the 2. They gave the officers tips on prospective that they were warm- 
bank. On Saturday customers. ing up. At this 
of each week, a list of 3. One director who received a list of new resi- point, the bank en- 


the individuals and 
firms visited by the 
officer is made up and 
includes the name, 
address and business 
connections of each 
prospect. This list is mailed weekly 
to each of the bank’s directors with 
a letter from either the president or 
cashier to be sure it will be read. 


dents referred this complete list to the bank. 
Directors finally voluntarily solicited accounts. 


in swinging the business. The direc- 
tors were not asked to make direct 
solicitations or spend any time in 
new business development. 


When the Week after 
plan _start- IRECTORS have been warmed up; they § week, the list of 
ed, the let- not only see their opportunities for new ealls went out 

business but are kept on their toes. They “a 
s — 1 sent are getting into the habit of looking for ae " , letter. 
with the prospects and speaking a good word for their Acuever & 
first list of bank upon every occasion. worth-while ac- 
names ex- count was secured 


plained that the bank was making a 
systematic effort for new business 
through personal solicitation, that 
the president wanted the directors 
to be informed about these activities. 
The first letter also suggested that 


10 





from the prospects solicited, men- 
tion was made in the weekly letter. 
The letters continued to sell the bank 
to the directors as well as the plan 
of personal solicitation, explaining 
the conveniences within the bank 







closed with a weekly 
letter a pad of pros- 
pect blanks so that 
directors might easily 
send in names. Ad- 
dressed envelopes 
were included. This was the second 
step in the plan. 

First, the directors were informed 
about the bank’s plan of personal 
solicitation with the suggestion that 
they might occasionally have an op- 
portunity to speak a good word for 
their bank to prospects called upon. 
Second, the directors were asked to 
send to the bank names of prospects, 
though they made no direct solicita- 
tion. 

Some of the directors are em- 
ployers of large numbers of people 
and in some instances employes are 
continually coming in from other 

(Continued on page 47) 
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Decide upon a reserve amount 


Plan a purchasing budget , 


Develop a buying judgment 


Adjust your holdings frequently 


HE object of every bank should 

be to invest a certain part of its 
funds in securities that come as near 
as possible to a cash reserve. And in 
order to do this properly, it is neces- 
sary to have a definite investment 
policy. 


Elements of a 


Reserve Policy 


1. Safety 

2. Marketability 

3. Diversification 

4. Yield 

5. Expert advice 

6. Budget purchases 





Our A. B. A. vice president, Craig 
Hazlewood, recently made an inves- 
tigation which revealed that second- 
ary reserves, so-called, range from 
none at all to 73%. Of the banks 
answering his questionnaire, 9% had 
no secondary reserves whatsoever, 
31% of the banks said that they had 
not invested any of their funds in 
bonds, and over 74% said that they 
had no definite investment policy ! 

Because of this condition, I feel 
that it is important to emphasize 
the necessity of a reserve investment 
policy. As a basis, I have listed on 
this page, the principal elements 
needed in a policy. 

I have listed an example of a pur- 
chasing budget which, of course, 
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By E. 0. BIRNEY 


President, Reliance Bank and Trust Co., Chicago 


must vary materially according to 
the bank’s own situation; and also 
a list of items, which in my expe- 
rience, greatly help in developing a 
buying judgment. 

Naturally, the first element in a 
reserve policy must be that of safety. 
That is why the bank’s reserves 
which are invested in securities, are 
usually invested in bonds. Bonds, 
as a class, are safe. There are, of 
course, speculative bonds and those 
that are classed that way should not 
be ineluded in a bank’s reserve. 

The next element is marketability. 
The bond must have an instant mar- 
ket on any day for you may need to 
convert it into cash on a few hour’s 
notice. 

We all understand the principle 
of diversification, of course, and a 
bank’s reserve policy should include 
at least five types of bonds as noted 
in the sample budget. 

I have suggested as a fourth ele- 
ment, that of yield. We all want to 
make as much money as we can, but 


An Example of a 


Purchasing Budget 


25% Rails 

25% Utilities 
25% Industrials 
15% Municipals 


10% Foreign 





Develop An Investment Policy — 





- 


yield should be placed fourth to 
make sure that safety and market- 
ability and diversification will be 
given first attention. 

My fifth element is expert advice. 
By this I mean that no banker, un- 
less he is a specialist in bond anal- 


How to Develop 


Buying Judgment 


Study your lists daily. 


Get the judgment of 
other bank officers. 


Get the advice of city 
correspondents. 


Compare ratings. 





ysis, should depend upon his own 
judgment entirely. In the ease of 
my own bank, we have three officers, 
each of whom has made a special 
study over a period of years of bonds, 
their values and their marketability. 
In addition, we get the advice of our 
correspondent banks. 

The sixth point is to budget pur- 
chases and the sample budget given 
with this article is an illustration of 
what I mean. This serves as a 
standard to go by and in our bond 
operations we check our portfolio 
against this budget to make sure 
that we are not over-buying in one 
direction or under-buying in an- 
other. 


(Continued on page 41) 





By E. M. WARNER 


Asst. Vice Pres., Union Trust Co., Chicago 
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ACTS usually settle most ques- 

tions. And it is only the person 
who does not know the facts regard- 
ing his own business, who worries 
and wonders needlessly in a_per- 
plexed and baffled search for the 
correct solu- 
tion. 

Obviously, a 
banker ean as- 
sist his  cus- 
tomers only in 
such propor- 
tion as he is 
possessed with 
the essential 
facts pertain- 


R. WARNER asked a 

prospective borrower a 
few questions regarding the 
management of his business. 
One of the questions so 
opened the eyes of the cus- 
tomer to a danger point in 
his administration that he 


Know The Business~ 


Then 
Grant The Loan 


points at which to check the busi- 
ness of a borrowing customer 


ment accompanied with complete in- 
formation regarding the borrower’s 
business for two principal reasons. 
First: The depositors and stock- 
holders of a bank are entitled to have 
their funds safeguarded by periodic 
and _ efficient 
examination of 
the bank’s as- 
sets and man- 
agement to as- 
sure soundness 
and liquidity. 
Inquiry into 
the liquidity of 
the bank’s as- 
sets at once in- 


ing to his eus- é volves a_ like 
tomers’ enter- asked that a complete list of inquiry into 
prises. The pertinent questions be given the status of 
safety of the him in writing, for his benefit. every one of its 
money of both : : important bor- 
his depositors The questions printed on rowers. The 
and stockhold- the accompanying pages areof _banker’s_ con- 
ers, the reputa- value both to the manufac- fidence in his 
tion of the turer and to the bank. They credit risks is 
bank, the good self evident 
will of its cus- enable the manufacturer to when credit 
tomers, and the discover improvements relations are 


soundness of 
the _ banker’s 
advice are all 
dependent 
upon the com- 
pleteness and 
accuracy of his 
knowledge. 
Frequently, 
a borrower 
asks why the bank requests an audit- 
ed financial statement prepared by a 
certified public accountant, instead 
of accepting the figures as prepared 
by the employes of the borrower. 
The banker requests a certified state- 
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needed in his methods. 


They enable the banker to 
uncover weak points in the ia 
business that have a bearing 
on credit. And the questions 
apply to most any manufac- 
turing business. 


opened and 
willingly con- 
tinued, but it 
his official 
duty to safe- 
guard the in- 
terests of his 
depositors and 
stockholders 
with every 
measure of protection consistent with 
prudence and judicious conservatism. 
There must, then, be included in the 
general program, the requirement of 
certified audit figures from the 
bank’s principal borrowers. 


The first of a series of 
articles by prominent bank- 
ers who have found lists of 
questions on various bank. 
ing functions to be a quick 
way to get at the heart of 
a problem. 


Second: The banker has learned 
from experience that material bene- 
fits usually accrue to the concern that 
avails itself of the service of a cer- 
tified audit and expert analysis, 
thereby effecting adjustments, stop- 
ping leaks and stimulating profits— 
all of which place the borrower in a 
position to hold the banker’s fullest 
confidence and permit the banker to 
extend the maximum safe credit com- 
mitment. 

What better way is there to be 
helpful than by asking in the proper 
spirit such questions as open the 
eyes of the management to any flaw 
or oversight in the conduct of the 
business. In our experience, we find 
that a business man welcomes the op- 
portunity to diseuss his business with 
the banker, and that such discussion, 
with questions similar to those which 
follow, frequently awakens him to 
new possibilities for greater efficiency 
and progress in his business. 

Questions similar to these, dealing 
as they do with the capital set-up of 
his business, his manufacturing op- 
erations, his scheme of marketing, 
and his policies and methods of man- 
agement, if generally used among 
the banks of the country, should, 
over a period of years, help to tone 
up the whole business body. 
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Twelve Pertinent Questions On 


Capital Set-up 


1. Is your business amply capitalized? 


2. Are you concentrating your capital 
and directing your efforts on one company? 


3. Is too much of your capital invested 
in fixed assets: realty, machinery, or other- 
wise? 


4. Are the earnings from your business 
commensurate with the capital investment? 


5. Are you ‘committed to your stock- 
holders or any policy relating to dividends? 


6. Are you paying dividends unwisely 
and not commensurate with earnings or 
safety? 


7. Are there provisions in your preferred 
stock indenture (if preferred stock is out- 
standing) relative to the maintenance of 
minimum working capital or ratio of current 


(if bonds or mortgages are outstanding) to 
the same effect? 


9. Are you, carrying loans for employes, 
officers, or stockholders (equivalent to re- 
duction of capital in such amount)? 


10. Are you setting up proper reserves 
for taxes, depreciation, and obsolescence? 


11. Are you passing a proper amount of 
your profits to surplus in good years to pro- 
tect from contingencies in lean and adverse 
times, and creating working capital com- 
mensurate with potential growth? 


12. Are you listing as receivables in- 
ventories which are out on consignment? 
If you are listing as receivables amounts due 
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assets to current liabilities which might affect 


your credit position under cer- 
tain conditions? 


_ 8. Are there any provisions 
in your mortgage trust deed 


Eight Questions On 
Manufacturing Operations 


1. If you are the owner of a business, 
are you making a proper salary charge for 
your personal service in the cost of opera- 
tions! 


_ 2. Are you manufacturing as econom- 
ically as possible? Can the cost be re- 
duced, and if so, where? 


_38. Are you getting maximum produc- 
tion at minimum cost? 


4. Can production be increased without 
additional space or can the present space 
be rearranged to dispense with a part of it? 


5. Can machinery be used advantage- 
ously to replace hand labor? 


6. Is it advisable to increase capacity 
and production at certain times? 


7. Have you specialized labor which is 
idle at times while other departments are 
overly busy? 


8. Have you ever had a survey made 
of your factory by an industrial engineer? 














from subsidiaries, affiliated concerns or 


goods out on consignment, 
full and complete information 
should be furnished your bank- 
er in regard thereto. 


Fourteen Queries On 


Marketing 


1. Are you properly located? 

2. Is your product a staple or is it 
affected by weather, style, novelty, or 
substitute? 

3. What lines could you add profitably? 

4. Are your terms standard? 

5. Are you familiar with competitor’s 
terms? 

6. If his are lower, why? 

7. Are you under-bidding unnecessa- 
rily? 

8. Are your salesmen constructing 
sales or just out to accept orders? 

9. Is your trade almost constantly 
hard up? 

10. Are your datings in keeping with 
the terms you receive? 

11. Are your cash receipts large enough 
to allow you full discount? 

12. Are your credit risks diversified or 
centered in a few accounts where loss of 
business might seriously affect your oper- 
ations, or failure to pay, seriously affect 
your financial status? 

13. Do you insure large credit risks? 

14. Do your contracts consider markets 
and costs and are they in keeping with 
liquid capital? 












































Forty Questions To Ask Borrowing Customers On 


Management 


1. Is your business fundamentally sound 
from a manufacturing and marketing stand- 
point? 

2. Are you thoroughly familiar with your 
line of business? 

3. Are you devoting your full time and 
attention to your business? 

4. By what standards do you judge the 
efficiency of your organization? 

5. Are your office and factory efficiently 
managed in your absence? 

6. Is your business safeguarded with proper 
subordinates to assure its perpetuity? 

7. Have you installed a complete and 
accurate cost accounting system? 

8. Do you know what your daily expenses 
average upon which to base your necessary 
sales? 

9. Are you dealing in or manufacturing 
some commodity which is growing more ob- 
solete daily? 

10. Can production be specialized on some 
other commodity which will result in surer and 
greater profits? 

11. Do you have a complete audit made 
annually by a certified public accountant? 

12. Is your overhead expense too high, and 
if so, why is it not curtailed? Is it in the office, 
shop, sales organization, rent, or are you paying 
salaries to non-producers? 

13. Are you making a proper rental charge 
if you own the premises your business occupies? 
Would it be advisable to rent it to others? 

14. Are you spending unwisely for ad- 
vertising? 

15. Are you doing the proper amount of 
constructive advertising? 


16. Are you fully prepared to make delivery 
to back up your sales campaign? 

17. Are you adhering strictly to the dis- 
counting of your payables? 

18. Are you hedging where such practice is 
consistent with judicious conservatism? 

19. Are you carrying an inventory out of 
keeping with your volume of sales? 

20. Are there items therein which are not 
moving properly that should be excluded from 
your inventory? 

21. Just how liquid is your inventory? 

22. Do you make proper and frequent in- 
vestigations on your credit risks? 

23. Do results bespeak efficiency on the part 
of your credit department? 


24. Do you permit new shipments to cus- 
tomers in arrears? 


25. Do you make proper charge-offs regularly 
of past due accounts? 


26. Do such accounts receive proper atten- 
tion afterwards? 


27. How old do you permit such accounts 
to become before giving them legal attention? 

28. Do you confer with your bankers often 
enough on mutual matters of importance? 


29. Do you furnish your banker with com- 
plete operating figures and a detailed financial 
statement at least once each year? 


30. Have you arranged for bank lines of 
credit to care for your peak requirements? 


31. Can you liquidate your bank indebted- 
ness for a period each year? 


32. Are you operating on a financial budget 
plan? 

33. Are you maintaining commensurate 
balances with your bank consistent with credit 
and services rendered? The bank is entitled 
to a profit. 


34. Do you take into consideration the time 
necessary for the bank to collect the items you 
deposit before you draft against such funds? 


35. Are you cooperating with your bank by 
making known the lack of proper services or 
courtesy on the part of its employes that such 
may be corrected? 


36. Is your business properly protected by 
insurance: fire, fidelity, life on essential execu- 
tives, liability and compensation on employes 
where a death or accident might seriously 
affect your financial position? 


37. Are you maintaining a safe deposit box 
in a bank vault to insure full safety of insurance 
policies, contracts, valuable documents, etc.? 


38. Have you a fireproof vault or safe for 
the storing of notes, books, records, patterns, 
dies, blue-prints, etc., that proof may be 
exhibited promptly (in case of fire) in claiming 
damages, and to assure the continuation of 
your business? Loss of operation is often 
more detrimental than physical loss. 


39. Are you striving to establish a record for 
business sagacity and to build and accumulate 
commercially, then neglecting to make proper 
provisions to safeguard your estate in the 
event of death? 


40. Would it not be well to select someone of 
proven integrity, fully experienced and capable, 
always in the same place when wanted, with per- 
petual existence, to be your executor and to car- 
ry out your will properly? It is a serious blun- 
der to neglect this matter when the Union Trust 
Company is so qualified, and its officials always 
welcome the opportunity to serve you? 
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= a job in a sixteen-million 
dollar bank at $30 a month. No, 
that isn’t a misprint or a steno- 
graphic error. I mean exactly $30 a 
month—not a week. I was twenty- 
one years old, University-trained, and 
had earned four or five times that on 
part-time work in college, but never 
mind. I got all I was worth to the 
bank. 

Three months passed and I was 
raised to forty a month, another year 
and I was getting fifty, another and 
they paid me sixty-five. Was I a 
fool to stay? I don’t think so, and 
for the benefit of several thousand 
fellows not much older or brighter 
than I was, and certainly not draw- 
ing much less money than I did or 
progressing at a much slower rate, 
I propose to tell why. 

I may as well start out by admit- 
ting that I would rather be a J. P. 
Morgan with forty million dollars 
(or was it twenty?) than a Jay 
Gould with five times, or a Henry 
Ford with eighty times, that fortune 
in dollars, because Morgan could con- 
trol and move and work with more 
money than any of them. 

General Pershing commanded the 
A. E. F. for $12,000 a year, but 
there were and are plenty of hun- 
dred-thousand-dollar men to envy 
him. Because, he counted far beyond 
the index figure of his personal in- 
come. And so does any banker, 
whether he draws $30 a month or 
$30 an hour. 
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Opportunity 


Youll Find It In Banking - 


O OTHER business or profession on 

earth is so rapidly increasing its 
demand for high-priced men and women, 
as American banking. No other busi- 
ness or profession is so relentlessly forced 
to seek these men among its own ranks. 


By G. PRATHER KNAPP 





Banking is no career for a get- 
rich-quick man but if you want 
reasonable and certain advancement 


financially while you’re young 
enough to enjoy it, plus what you 
deserve of J. P. Morgan’s position in 
the life of your city, state or nation— 
you can’t do better than stick to your 
job in a bank. 

I am not going to ask you to take 
my word for this, or anybody’s word. 

I am simply going to tell you how 
and where the officers of five big 
banks in five big cities earned their 
jobs. 

Let us take the bank I started out 
in, myself, as an example. 

Here’s the list of officers—most of 
them under 45 as this is written. 
Let’s look it over. 


Top vice president—Hord Hardin. 
Running the bank elevator when I 
first knew him, then stenographer, 
private secretary, assistant secretary, 
assistant executive officer, a vice 
president since, before he was 35. 


Next comes John R. Longmire, 
vice president and bond officer. 
Stenographer, clerk, assistant bond 
officer, bond officer, vice president 
at 35—There’s a quick summary of 
a quick rise. 

A. Holt Roudebush, vice president 
and counsel, is hardly a case in point 
beeause he was a successful attorney 
before he got interested in banking, 
but even he started in as an assist- 
ant trust officer. 

(Continued on page 43) 
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OMORROW’S big jobs 
in big banks await the 
clerks, tellers, messengers 
and stenographers of 
today. 
<r 


How will they qualify for 
them? By producing. 


ma Bl 


And how will they pro- 
duce? Two short words 
sum it up, “study”’ and 
“contact’’. 


<> 


Banking is no career for a 
get-rich-quick man. 


“<r 


But if you want reasonable 
and certain advancement 
financially while you are 
young enough to enjoy it, 
plus an important position 
in the affairs of your city, 
state or nation, you can- 
not do better than stick 
to your job in the bank. 
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HE two major questions 

to be answered in con- 
sidering prospective employes 
are: 

1. Has this individual the 
experience, ability and per- 
sonal characteristics necessary 
to effectively handle the work 
of the position under direct 
consideration? 

2. Has the individual per- 
sonal characteristics and dor- 
mant abilities which, if prop- 
erly fostered, and developed 
will qualify for a position of 
next higher rank? 


Specifications For 


Apprentice Help 


Education: From grammer 
school to two years high 
school. 

Experience: None. 

Qualifications: Mental alert- 
ness, willingness. 


Senior Clerical Group 
Education: High school grad- 
uate. 
Experience: Two or more 
years of clerical work. 


Qualifications: Reliability, 
accuracy, willingness, speed. 


Junior Tellers 


Education: Graduation from 
high school. 
Experience: Two or more 


years of clerical work in a 
bank: 


Qualifications: Tact in meet- 
ing customers, judgment, 
reliability, accuracy, speed. 


How these Principles 
Have Made Money For Banks 


Bank 1—Average transactions per person 
in savings department increased 82.5%. 


Bank 2—Average transactions per person 
in transit department increased 145%. 


Bank 3—Average output per employe on 
individual books increased 25.8%. 


Bank 4—Showed a gain of 16.7% in the 
gross income accompanied by a 74.7% 
increase in the operating profit for an 


entire institution. 


Bank 5—Collection department costs were 


reduced 36.4%. 


ow To Develop 


“Banks are founded with 


The proper selection of personnel 


makes possible: 


1. Low rates of turnover 


2. Low costs per transaction 


a. 


cial business in- 
stitutions are organ- 
ized for the sole 
purpose of taking 
advantage of a temporary business 
situation, and others for but a rela- 
tively short time cycle of operations. 

The life expectancy of many 
classes of commercial business is 
short. 

Banks, however, are founded with 
perpetuity as their objective. Argu- 
ments to the public for the use of 
certain bank services are on the basis 
of the perpetuating condition of the 
banking corporation. 

The major problem of perpetuat- 
ing any individual bank lies in the 
development of methods, and their 
application, to perpetuate the or- 
ganization. A program of effective 
replacement of personnel is of vital 
importance. 

The general policy of the majority 
of banks is to promote from the 
ranks. This is a sound and splendid 
policy, but in many instanees it can- 
not be applied because 
of a lack of definite 
methods with which to 
develop personnel in 
advance of the actual 
demand. 

In many banks there 
is an undercurrent of 
complaint on the part 
of the employes that 
the bank ‘‘imports’’ 
too many ‘‘outsiders’’ 
to fill choice positions. 
In some instances this 
complaint is justified ; 
in most instances it is 
not. The management 
did take an inventory 


commer- No. 6 in @ series 
of articles on bank 
administration 


of the capabilities of 
its employes and did 
not find material 
with the necessary 
qualifications. Indi- 
rectly it is, however, the fault of the 
management, for it is the duty of 
management to institute methods 
which will develop the required capa- 
bilities within the members of its own 
organization. 

The problem divides itself into 

three parts: 

1. The selection of personnel 
with sufficient latent capabil- 
ity as to make advancement 
possible. 

. The training of personnel so 
as to develop this latent abil- 
ity along the right channels. 

. The establishment of sound 
direct and indirect incentives 
which will foster the develop- 
ment of the latent capabil- 
ities. 


Selection of Personnel 


A RECOGNITION of the impor- 

tance placed upon the selection of 
personnel is witnessed by the rapid 
development of personnel depart- 
ments and specialists in interview- 
ing and engaging help in large banks 
and the tendency also of centering 
this work in one individual in the 
smaller banks. 

The function of personnel selec- 
tion should be recognized as a fune- 
tion of major importance rather than 
an undeveloped and scarcely recog: 
nized function as is still the case in 
many banks. 

In an endeavor to aid in properly 
selecting employes, many methods 
are in use from the application of 
judgement on the part of the inter- 
viewer to elaborate trait and psycho 
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HAT can be done in 

preparing for better 
returns from personnel in a 
practical and result-producing 
manner is: 


Bank Personnel 


perpetuity as their objective” 1. Job analysis: Whereby 
the various duties and activi- 
ties are carefully studied and 
specified. 

2. A study of the history of 
the most capable employe now 
performing such work, his 
education, previous experi- 
ence, personal characteristics, 
etc. 


. High quality of work 
4. Abundance of capability for promotions 
>. High degree of cooperation 

. Splendid customer service 


logical tests; from 
utmost simplicity 


By H. N. STRONCK 


Senior Partner, H. N. Stronck Co. 
Consultants to Banks and Bankers 


job is important. 
From a practical 


to elaborate theories 
and ‘‘fads.’’ Un- 
fortunately, from the point of view 
of personnel officers, no one has as 
yet devised a formula, slide rule, or 
machine which will evaluate all of 
the factors which enter into the 
selection of bank workers. 


Training of Personnel 


ITHIN the banks themselves, 

training methods as to specific 
jobs have not reached the stage of 
development as found in many in- 
dustrial corporations. Training on 
specific jobs is still left largely to 
the department heads and super- 
visors. On the other hand, however, 
more general educational work is 
available and is applied than in any 
other class of business. 


The American Institute of Bank- 
ing is the outstanding example of 
association leadership in the educa- 
tional field. It can be safely said 
that in no other field of business can 
be found an organization similar te 
the A. I. B., with its local chapter 
in every section of the country and 
with many thousands of students 
enrolled. 


Bankers as a whole, encourage 
their employes to avail themselves of 
these splendid educational facilities. 
This type of educational training, 
together with organized classes in the 
banks themselves under the leader- 
ship of officers, makes possible a prac- 
tical general educational plan. 


The more specifie problem encoun- 
tered in banks is the training of em- 
ployes in specifie jobs. Many of 
these are of a routine nature, and a 
training in the ‘‘mechanies’’ of the 
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standpoint, training 

on the job is left 
largely to department heads, their 
immediate assistants or to ‘‘key”’ 
employes. This plan works well pro- 
vided the individual selected to do 
the teaching and training has a 
natural aptitude for such work. 


Often star performers are not good 
teachers. In far too many instances 
a new employe is thrown on his own 
resources, especially if he is supposed 
to have had experience in similar 
work in some other bank. 

An investigation as to criticisms 
on new employes made by depart- 
ment heads to the personnel officer 
indicates that in many instances the 
fault did not lie so much with the 
employe as with the absence of def- 
inite and able instruction methods. 
As an aid in instructing employes, a 
number of large banks, have pre- 
pared detailed instruction manuals 
for each clerical job in the bank. 

A good plan to follow is for the 
personnel officer or 
one of his assistants to 
personally see that in- 
structions for new em- 
ployes are arranged 
for by the department 
heads and that they 
are applied. Initiative 
as to this work should 
not be entirely left to 
department heads ; it is 
an important part of 
the personnel function. 

Since the clerical 
work in banks divides 
itself into logical 
groups from apprentice 
clerical through to ma- 


A Method of Personnel 


Development 


Ideal personnel develop- 
ment is by the “three posi- 
tion” plan. Each member of 
the organization acts in a 
triple capacity. 


1. Performs the work of 
his or her position. 


2. Studies the work of the 
position next higher, or next 
in line of promotion. 


3. Teaches and trains some 
one in a position next lower in 
the work of the present posi- 
tion. 


An adoption of this plan 
extends the understudy. prin- 
ciple throughout the entire 
institution. 


High Points in Personnel 
Development 


Often star performers are not good 
teachers. 


There is a strong need for methods 
which have to do with the standardiza- 
tion and administration of salaries. 


Some employes do, and all should be 
induced to apply their efforts beyond the 
technical routine of their jobs. 


Whenever possible, individual results 
should be measured and evaluated, and 
salaries and special rewards based upon 
comparative results. 








Variation In The Seasoning Factor 


Class of Work 


Bank “A” Bank ““B”’ 





Non-clerical 
Apprentice 

Junior clerical 
Senior clerical 
Major clerical 
Junior teller 
Senior teller 
Junior supervisory 
Senior supervisory 
Major supervisory 
Junior specialist 
Senior specialist 
Major specialist 


Weighted average 


82 71 
52 63 
rf 59 
85 55 
92 63 
82 
95 
85 
92 
98 
82 
98 85 
100 95 


94 63 


Bank “A” had formulated sound principles of personnel 


administration, and these were applied. 


It had a well organized 


personnel department which employed the most modern methods 


of job analysis, selection, and training of employes. 


It had a 


settled and smoothly operating organization, advanced methods 


and low operating costs. 
promotion from the ranks. 
about the reverse of “A” 


jor clerical, the general training 
and promotion program can be made 
to follow definite stages of progress. 

In the training program, special 
aptitude for work beyond the specific 
job should be carefully observed and 
reported to the personnel officer. It 
is a rather frequent experience that 
employes and junior officers rated 
as not above the average in one or- 
ganization leave that organization 
and become outstanding successes in 
other organizations. This is pri- 
marily due to the non-realization on 
the part of some organizations to the 
latent abilities of its personnel and 
no opportunity given to foster these 
abilities. 


Incentives 


An incentive is that which incites, 
or tends to incite action. Incentives 
play a most important role in human 
affairs. 

Incentives may be positive in the 
form of rewards, or negative in the 
form of penalties or withholding of 
rewards. 

Incentives divide themselves into 
two groups, direct and indirect. 
Direct incentives are usually mone- 
tary rewards in the form of basic 
salaries and bonuses. Indirect in- 
centives take the form of continuity 
of employment, physical working 
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It had a 15-year continuous record of 
The conditions in Bank “B” were 





conditions, fair treatment, oppor- 
tunities for advancement, ete. 


Ask Mr. Stronck 


EADERS say that 

these articles by 
H. N. Stronck are about 
the most practical and 
helpful material for every- 
body in a bank from di- 
rectors to office boys, ever 
published. 


Are you reading them? 
As you do so, are questions 
rising in your mind that 
you would ask Mr.Stronck 
if he were talking to you 
instead of writing for you? 


Why not write your 
question to him in care of 
THE BANKERS MONTHLY? 
He tells us he will be glad 
to answer any question 
which can be answered 
from general data at his 
command. 





Since ‘‘salaries and wages,’’ in the 
majority of banks, is, next to the 
‘interest paid on deposits,’’ the 
largest expense item, banks have al. 
ways recognized the existence of the 
salary problem. The problem of 
making remuneration an incentive is 
a major one in bank administration, 
yet very few banks have attempted 
to find a scientific and enduring solu. 
tion thereof. 

The method of job analysis, which 
has been used with success in many 
business establishments for the eval. 
uation of the worth of jobs, has been 
applied in but very few banks, yet 
it is the most definite and practical 
method as yet devised for an anal- 
ysis and control of the salary prob- 
lem. There is a strong need for the 
adoption of methods which have to 
do with the standardization and ad- 
ministration of salaries. 


A great deal of routine and repeti- 
tive work in banks ean be accurately 
measured on a basis of quantity and 
quality of production. In most 
banks, as yet, no production records 
of transactions are kept and in the 
majority of instances where they are 
gathered, the data is not applied on 
the personnel records nor utilized as 
a basis for salary adjustments and 
promotions. 

As for example, in one bank the 
volume of work as between individ- 
ual bookkeepers varied tremendously 
three of the highest paid bookkeep- 
ers handled a volume below the av- 
erage of the department. Two of 
the lowest paid bookkeepers handled 
the greatest volume in the depart- 
ment. 

The salary policy was one of 
seniority and length of service. A 
uniform salary increase was given 
to each bookkeeper on the first of 
each year. The highest paid book- 
keepers had the longest service ree- 
ords and although their salaries were 
about 30% greater than those of 
newer bookkeepers, yet their volume 
of work performed was _ from 
20 to 40 less. Is there any wonder 
therefore that this department had 
a large turnover and an undercur- 
rent of unrest among its employes? 


The technical value of practically 
all jobs in a bank can be determined 
by job analysis. The worth of an 
employe beyond this should also be 
definitely recognized. Many can 
make, and do make, valuable sug- 
gestions for improvement of meth- 
ods and reduction of costs. To en- 

(Continued on page 38) 
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— we do something for the 
women ?’’ I asked Mr. Judd. 

‘Why should we?’’ he answered, 
Still there’s the list of people that 
came in on the last savings drive, we 
might do something for them.’’ 

‘‘My women won’t read eut and 
dried advertising,’’ I countered, 
‘‘and neither will I.’’ 

‘*Well, then, we’ll split the list 
and you ean write the copy for your 
women’’—(inecluding the members of 
a woman’s club as well as women 
customers ). 

‘*And will you do the men’s ?”’ 

‘‘Hm-m-m yes,’’—gloomily. 

The idea for our little series of 
government post cards was born! 
THE whole campaign for the 

women was planned 
before the other start- 
ed. I exhibited almost 
enough enthusiasm in 
the writing to get my- 
self hated—because he 
couldn’t get interested 
himself, until I stopped 
gloating. 

Getting the artist to 
draw intelligent women 
was difficult. I pleaded 
with him that intelli- 
gent women did not 
bead their eyelashes 
and wear hideous high- 
crowned hats. He 
would give them neck- 
laces and _ earrings. 
What makes men put 
so much jewelry on 
women—in drawings ? 

Finally I had to cut women out of 
the magazines and insist upon him 
copying them. 

Then followed a few stormy ses- 
sions about how the copy should be 
emasculated in order to make it fit 
on a post card—50 words was the 
positive limit. The first one, after 





ful wo 
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When mailed on a government postal card, 


it helped to increase balances 30 per cent 


By ALICE ELIZABETH DAVIS 


Assistant to Sam Judd, Advertising Manager, Mercantile 


Trust Company, St. Louis 


being cut, pressed and 
sounded like this: 

‘‘Two of these girls manage their 
finanees well, but the other has a 


guilty look. We know it’s hard to 


polished, 


save money and if we write you again 


remember we are trying to help you 
increase your savings so you can al- 
ways hold your own with other sue- 
cessful women and never have that 
guilty look.’’ 

This was sent as a compliment to 
flatter the ego of the modern woman 
with the belief that the suggestion of 
superiority would make a favorable 
impression....one woman, but only 
one, closed her account because we 
accused her of looking guilty. 

With the first card disposed of, 
the next came easier. The chie was 


men~~and never 
have that guilty look ss 
ertro 


ute 
“Institution for Savines 





3 Postals To Women 


One flattered the ego of the modern woman 
The next appealed to the independent feeling 
The third played to woman’s desire for freedom 


inspired by Vogue and nothing was 
done to disguise the attempt to meet 
couturiers and parfumers on their 
own ground. 

‘‘Isn’t she stunning! Note the 
smart posture : the head held high... 
the piquant chin. She has an air 
about her, an independent air. But 


such 


smartness must be achieved. 
Her independence is based on the 


calm assurance arising out of a grow- 


ing Mercantile savings account.”’ 
~The next got under way with the 
same feeling, still playing to that 
old ego and aiming at Vogue: 

‘*No woman can feel buoyant un- 
less she has poise and freedom. But 
that is only suecessful when it is 
genuine. The answer is apparent. 
You can buy freedom if you have 
money tucked away in a Mercantile 
savings account. That will keep the 
wolf from prowling ‘round your 
door’.”’ . 

That was all. Three postal mes- 
sages for the new woman. 

It remained then for something to 
be said to men about saving, which 
hadn’t been said re- 
cently. 

Whereupon Mr. Judd 
ealmly began to think 
—and almost instantly 
he hit upon the idea of 
taking a crack at cer- 
tain national .advertis- 
ing, thereby showing 
that he admired it. (I 
shall pass hastily over 
the remainder of this 
story). His first: 

‘‘Your best friend 
will tell you to save 
money, so we don’t 
have to..we just agree 
.. but your best friend 
may not name the best 
place. .and even though 
we are sure you agree, 
we like to remind you 
ever so often that it is the Mercantile 
Trust Company.”’ 

In the next the advertising man 
reverted to type, or went native. His 
friends should have been here the 
day he wrote this: 

‘** Another $50 Raise Mary’—it 
must happen in places other than the 
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advertising for so 
of the happy 


headlines, many 
raise receivers decide to 


save it all in the ‘ Institution for Sav- 
ings’. How do we know—they tell 
us ala 


Ilis last tells how to be popular; 
it is brief, forceful and to the point. 
If vou think it isn’t, read it and look 
at the illustration of four immaculate 
guests and the wreteh- 
ed, unpopular creature, 
with the 
table, about to pass out. 
The question is very 
concisely answered: 

‘Do vou want to be 
popular? Well, 
most in demand in the 
long run, the man who 
spends, goes broke, and 
borrows...or the man 


elbows” on 


who is 


WILL tell you to Save Money, 
so we dont have to----we 
just agree ---- but your best ss 
friend may not name the 
best place --and even »* 
though we are sure you 
agree, we like to remind 
you ever so often that it 
is the 


bank advertising you commonly see. 
If I seem to emphasize too much 
our appeal to women, it is only be- 
cause this part of our postal ecam- 
paign was so entirely 
this we had never advertised exclu- 
sively to women. 
Every advertiser 
warning that 


new—before 


has heard the 


causti¢e humorous ad- 


YOUR BEST FRIEND 


Another —— 
*~wew it must 
$ other than the 
peor headlines, for 
so many the happy raise 
receivers decide to save it 
all in the'Institution for 


Savings "~~ how dowe-> ularity at 





pop’ 
Well, who is most in 


the man who spends, goes TN 
broke, and borrows ---or the ma 
who always has money---- thats 
easy =--40 — up your pop~ 


insiroTION FOR seermnee” 


vate traders, it was decided to give 
each of them a free life insurance 
policy. The policy is payable on 
death from any cause whatever, js 
given without any medical examina- 
tion or proposal form, and whatever 
the age or state of health of the eus- 
tomer may be. The premiums are 
paid in full by the firm. 
The actual 
of the 


amount 
assurance 
depends entirely on 
the customer and is 
the amount by which 
his trade for the 12 
months ending on the 
last day of any month 
exceeds a certain mini- 
mum. This quota is 
based upon the custom- 


Mercantile Trust Company know~~they tell us so~~ ae se er’s previous trade, so 

who always has money ae Mercantile Tr Mercantile Trust Company that the life insurance, 
. that’s easy ... so “INSTITUTION FOR SAVINGS" is equivalent in amount 
build up your popular- to the extra trade 
ity at the ‘Institution which the customer 
for Savings’.’’ 3 Postals To Men does with the firm. Un- 
And of course, in One played upon the instinct of friendliness der this scheme, insur- 


large numbers, they do 
as we suggest. 

It would be 
whimsical for me to attempt to out- 
line definite returns from this ad- 
vertising or any other bank adver- 
tising, but we know mighty well that 
we attracted attention; more favor- 
able than unfavorable we think, by 
this departure from old methods in 
savings advertising. 

Banking institutions have about 
passed through their heated debate 
as to the necessity of installing a 
women’s department. Mr. Judd has 
maintained even from the first that 
the majority of women would be 
satisfied to consult with men about 
most of their banking requirements, 
though many large banks still find 
that the woman who feels a little 
strange in a financial institution is 
relieved to find a woman there to wait 
on her. 


too 


During all this discussion in the 
woman field we have remained sin- 
gularly quiet—and now our adver- 
tising peer admits that at least the 
increasing number of business and 
professional women in St. Louis, 
need banks. 





Many of them hold executive posi- 
tions and many more are in business 
for themselves, yet with independent 
careers before them, some still shrink 
from us because of a certain tradi- 
tional austerity which has never, in 
any great degree, been lessened by 
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One built a castle of ‘‘increased pay” 
The other was a “‘nega-positive’’ appeal 


vertising should never be sent to 
women, because they have no sense 
of humor. With an elated feeling of 
unholy glee I announce, after due 
season, that I listened in vain for 
unfavorable comment from the 
women who received our postals— 
and they did remember them, for a 
time—which is long enough for any 
woman to remember anything that 
only costs a penny. 

The postals to the drab fraternity 
of men drifted through the mails 
with few comments upon our rugged 
style. Nevertheless we sometimes 
dream that in the future all despon- 
dent men may build up large ac- 
eounts with us, while pouring out 
their hearts in plaintive melody: 

‘‘We want to be popular.”’ 


Insuring Customers’ Lives 


A scheme of life insurance policies 
for customers has been inaugurated 
by a British wholesale distributor 
for the purpose of increasing sales. 
This firm decided that if it could 


secure an inereased turnover the 
standing charges attaching to this 


inerease as compared to the cost of 
handling the present turnover— 
would be sufficiently low to allow it 
to spend something on the customers. 

As these customers are chiefly pri- 


ance is given uncondi- 

tionally up to £1,000 

on each life, but the 
firm is prepared to increase this 
amount to customers who are in good 
health. 


> The Banking Business 


Within a few weeks I have met in 
two different towns two young men 
who were graduated from high school 
in the same class a year or 
They are both engaged in the same 
eceupation with similar jobs but, ap- 
parently, with divergent ideas and 
ideals. 

When I met the first of the two, I 
asked him, ‘‘What are you doing 
now ?’ 

‘*Oh, I’ve got a job in a bank,”’ he 
replied. 

Of the other young man, when I 
met him, I asked the same question. 
His reply was, ‘‘I’m learning the 
banking business.’ 

The difference in the two replies 
represents the difference in the at- 
titudes of the two young men toward 
their work. Obviously, one of them 
is learning the banking business and 
will become a banker, while the other 
is working in a bank just to earn a 
living. while he, perhaps, waits for 
something else to turn up. The 
former will stick to what he under- 
takes; the latter will jump from one 
thing to another on his way to no- 
where.—Frank Farrington. 


“Learn” 


so ago. 
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HE illustration shows the way a banker 
handling farm mortgages uses maps in 
his office to save time and to keep a clear 
picture before him of the location of his 
security. 
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| | Maps Aid Banks and Business 


n | Ps gee save words, reveal direct information, emphasize 

relative and comparative situations, attract interest, 
and bring to light facts hidden in unplotted data. When we 
use them to the limit we shall have progressed far in our goal 
toward successful business efficiency. 


) By EUGENE VAN CLEEF 


Ohio State University 


a. 


I ox at the map!’’ commands _ of time and effort. The map meets commercial America is a matter for 
one of America’s greatest rail- the requirements of this situation so wonderment to the most of us. 
roads. And well we might, for the effectively that its limited use by 
map conveys im- 
ages to us instant- 


Maps imply location and distribu- 
tion—both  pri- 
mary functions in 





I ly, which, if pre- business. To show 
n. ? 

sented through the i \ ” markets, sales 
ws g How Bankers Use Maps 

medium of the quotas of raw 

printed page, i. In the — department to P yooh» — manager’s materials, routes 
es - — aa outline routes for customers. office to be ui in locating property . — io 
ra would requir 9°. In the loan officer’s room for in which the bank is interested. or trade, freight : 
d much space and borrowers to indicate trade areas. 7. In the bond department to rates, location of 
n time that even at 3. In the office of the vice presi- locate the properties of companies salesmen, location 
m best could not por- dent in charge of country banks to issuing bonds. of factory with 
id . a : record the location of correspondent 8. In the service department for 

tray a given situa- banks. the purpose of showing customers respect to markets, 
er tion with equal 4. Inthe new business manager’s Toutes for automobile trips. of branch offices or 
a facility or clarity. office to — bane 2 ——— P. re - oe ae plants, cities or 

, ne the bank’sterri- office to locate cities in w - : : 

* These are days yy dhs vertising is being placed. wane states in which ad- 

when the pressure 5. In the president’s office to 10. In the cashier’s office to lo- vertising cam- 
ar'- of a hurried life enable him to a — farmers in the surrounding paigns have been 
ne demands a max- sible view on the bank's outtoox. aati launched and a 
10- 





imum of economy 
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ments in business—these are the 
purposes of maps.. Maps may be 
used also for showing comparative 
sales records in successive years, for 
comparative areas of markets, for 
comparative con- 
ditions within 
these markets. 

Until the war, 
many persons 
harbored a dislike 
for maps. Geog- 
raphy as taughi 
in schools 25 to 30 
vears ago, was not 
conducive to stim- 
ulating interest 
in maps, but the 
world war and the 
automobile have 
effected a distinct 
eontribution in 
this direction. 
Hence, today the 
mass of people 
look at maps when 
they are con- 
fronted by them. 
They do not al- 
ways study maps 
in detail, but 
they do show a 
general interest 
in them. Maps, 
therefore, utilized 
as the background 
for advertise- 
ments always at- 
tract ajttention 
and as such con- 
stitute a consid- 
erable power for 
developing a fa- 
vorable mental 
attitude toward 
a commodity. 

The kind of 
maps to use may 
prove a problem, 
for there are le- 
gions of them. 
Yet, one may de- 
velop a type of map for every pur- 
pose. Maps may show the usual 
political data to which we are ac- 
customed or they may be drawn in 
picture relief form. Maps may be 
of the dot or shade variety, or of 
the comparative type with one super- 
posed upon the other. 


How 
Business Men 


Use Maps 


—_ 
FSO NA OP ON 


ment. 


— 
Co to 


rials. 


Maps in outline may be utilized 
merely as a background for a name, 
bearing no particular relation to the 
name other than ornamental pur- 
poses, or maps may be incorporated 
in trademarks to emphasize either the 
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national or world-wide significance 
of the product of a given firm. 

For most market surveys, maps 
are indispensable. They permit of 
a visible record of distribution. No 
matter what the 
familiarity of the 
investigator with 
the character of 
a region, nor what 
his imaginative 
propensities, data 
spread upon a 
map frequently 
reveal relation- 
ships which es- 
cape the most 
alert mind. 

A ‘‘hole’’ in the 
sales area which 
ought not to exist, 
a density of pop- 
ulation not before 
appreciated, the 
growth of a city 
in a direction not 
heretofore _real- 
ized, the acces- 
sibility of an area 
at a point not be- 


To show markets. 

To outline sales territory. 

To picture sales quotas. 

To locate routes of trade. 

To visualize freight rates. 

To mark location of salesmen. 
To indicate branch locations. 
To lay out campaigns. 

To illustrate advertisements. 
To help market surveys. 

To inspire foreign trade develop- 


To aid in climatic studies. 
To reveal sources of raw mate- 


fore considered, distances greater or 
smaller than supposed—these and 
many other angles to a market situa- 
tion, the map brings to us as no other 
medium. 

Next to travel and a visit in per- 
son, the map represents the most ef- 
fective means for developing a pic- 
ture of relationship. In fact, even 
when we can visit territory, the map 
may still function, for at best we 
can only see a short distance and 
carry details of what we have seen 
for a short time. The map assists us 


in correlating the parts of a region 
visited. After a period has elapsed 
since our first-hand observations were 
recorded, when many details have 
been forgotten, a glance at the map 
will usually aid us in recalling them, 

In surveying the world for possible 
markets, maps of many kinds may 
be brought to our assistance. For 
example, the climates of the earth 
affect the marketability of many com. 
modities. Maps showing seasonal 
rainfall, temperatures, sunshine per- 
centages, special phenomena peculiar 
to a given region and still other 
climatic elements may save us much 
time and effort in planning sales cam. 
paigns. 

Other maps of great value show 
density of population, ethnic dis- 
tribution, linguistic characteristics, 
religious tendencies, occupations. 
forests, agriculture, mineral deposits, 
industrial development, coinage sys- 
tem, political boundaries in relation 
to natural resources, and _ political 
organization. 

An important caution in connec- 
tion with the use of these maps ealls 
for observation of the projections, 
particularly if it is a map of the 
world. We should avoid the Merea- 
tor projection when making compari- 
sons of areas or areal distribution. 
This projection, one of the most com- 
monly used, is constructed so as to 
give true directions along straight 
lines laid down any where on the 
map, but at the sacrifice of uniform- 
ity of scale and of maintenance of 
land shapes. 

On this type of world map, the 
farther one travels from the equator 
the more distorted the land masses 
and the larger the lengths of degrees 
of latitude. Consequently, an area 
such as Greenland containing only 
826,000 square miles appears several 
times the size of India which has an 
area of 1,802,657 square miles. Equal 
area projections of the world should 
be used as base maps for conveying 
correct impressions of data involv- 
ing areal distribution. 

Maps save words, reveal direct in- 
formation, emphasize relative and 
comparative situations, attract in- 
terest, and bring to light facts hid- 
den in unplotted data. When we 
use them to the limit we shall have 
progressed far in our goal toward 
suecessful business efficiency. 

citistiltaeatines 


This article was printed in ‘‘ Trade 
Winds,’’ the house organ of the Union 
Trust Co. of Cleveland for the benefit of 
Union Trust customers. 
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@ The Confessions of an Advertising Manager 


The Anniversary “Went Over 


Bur plans had to be remade and modified; 
good luck and bad luck spiced the prelim- 


inary work; 
escapes from 


HEN I try to describe our 
variegated feelings during 
the planning and carrying out 
of our 75th anniversary celebra- 
tion, all I ean think of is a line of one 
of my favorite negro spirituals— 
“Oh, nobody knows de trouble I’ve 
seen—nobody knows but Jesus.’’ 

But now that it’s all over and the 
guests have all departed we look back 
on our 75th birthday 
party as one of the most 
satisfying occasions of 
our history. 

Ever since ‘‘THE 
CONSOLIDATION ’”’ 
in 1919 (which is always 
spoken of thus in eapi- 
tals by those who lived 
through it and which 
refers to the joining of 
the First National and 
Wisconsin National 
Banks under the name 
of the First Wisconsin 
National Bank), vague 
thoughts of this an- 
niversary celebration 
have charged the at- 
mosphere of the adver- 
tising department. 

We looked forward 
eagerly to a time when 
we could let ourselves 
go and do really big 
things in an extrav- 
agant way which would 
delight any advertising 
person’s soul. We 
would spend months, of 
course, in research and 
lay our elaborate plans 
with such consummate 
care that nothing could 
possibly go wrong— 
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long hours and many narrow 
trouble featured the job. 


By RUTH PEARSE 


Advertising Manager, First Wisconsin 
National Bank, Milwaukee 


something like modern criminals 
plotting the perfect crime, you see. 

But those were all dreams. We 
had reckoned without our officers 
and the contingencies resulting from 
their activities. About the time we 





~ had really planned to begin ac- 
tual work on our research we 
were suddenly precipitated into 

a maelstrom of new duties and 
details attendant upon a eonsolida- 
tion which brought us two branch 
banks. About the time we got our 
heads above water again, we were 
summoned to serve in the opening of 
the newly organized Second Wiscon- 

sin National Bank. 


10 Steps 


In Planning The Anniversary 


. The type of celebration was determined. 
. The objects to be accomplished were 


listed. 


. Length of celebration decided. 
. Production schedules synchronized. 
. Details of Open House Day were 


worked out. 


. Souvenir edition of the bank’s house 
organ was planned. 

. A historical exhibit of the year the 
bank was established was secured. 


. Advertising copy conveying the spirit 


of the occasion was written. 


. Souvenirs were purchased. 
. Personal invitations were mailed. 


<r 


Result—25,000 interested 
visitors in one day. 





And by the time we 
finally got around to 
starting on our anni- 
versary plans we dis- 
covered we had but six- 
short weeks to get 
ready to make Mil- 
waukee realize that we 
had reached our 75th 
birthday. The time 
had come for all the 
staff to come to the aid 
of the department, so 
we rolled up our sleeves 
and pitched in. 

The first thing to be 
decided was just what 
type of a celebration 
we should attempt. We 
had conferences every 
morning for a week— 
sitting in judgment on 
every idea that could 
be conjured up by the 
three of us, singly or 
in chorus. We diseard- 
ed far more than we 
retained as worthy of 
further consideration, 
and some inspirations 
of course never even 
got written down. For 
instance, we thought of 
building a false front 
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on the bank building 
to represent the orig- 
inal Farmers and Mil- 
lers Bank; and one of 
us had a wild thought 
of resurrecting an old 
stage 
other antique equipage, 
filling it with 
dressed in costumes of 
1853, and having it 
parade the streets of 
the city. 

I mention these only 
to show what flights of fancy we 
achieved in our desire to do the oe- 
casion justice. Some of the ideas 
discarded as undignified for our pur- 
pose, might be perfectly appropriate 
in some other community. The thing 
we were after was to give the affair 
news value, not necessarily for the 


eoach or some 


people 


press, but for the people of Mil- 
waukee. 
We wanted to reach them with 


something that would interest them 
on its own merits and at the same 
time identify it unmistakably in 
their minds with the First Wiscon- 
sin and the fact that our bank and 
its predecessor organizations had 
been prominent in the life of the 
city since its earliest days. And still 
we did not want to concentrate too 
much on the past. Age in itself is 
not much to boast of, except, of 
course, that to survive, in business, 
one must serve. 

















The Spirit of 1853 was portrayed in 
the bank’s house organ. 


Thus you have something of the 
mental processes we went through in 
working out our theme for the cele- 
bration, which briefly resolved itself 
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Modern lighting > m™ 
75 years ago. 2. To 


4. To 





into this program: 

1. To play up the ae- 
tual date of the 
founding of the 
Farmers and Mill- 
ers Bank, 1853, eon- 
trasted with 1928, 
rather than to try to 
cover the whole per- 
iod of development 
over 75 years. 

portray in a 

newsy, interesting 

way the customs 
and events of the year 1853 in 
Milwaukee, rather than to talk 
about the founding of the bank 
exclusively. 

5. To emphasize the prominent part 
played by the founders of the 
Farmers and Millers Bank in the 
civic and business life of 
pioneer community 
and imply the con- 
tinuance of the same 
representative types 
of men in the pres- 
ent day management 
of the First Wiscon- 
sin. 


the 


bring out the 
thought that in 
celebrating its 75th 
anniversary, the 

First Wisconsin was not so much 

viewing with satisfaction its past 

record of achievement as looking 
ahead to opportunities for greater 
service in the future. 

With these abstractions made thus 
definite, the problem of working out 
the more materialistic details was 
largely one of synchronizing sched- 





ules—injecting the proper spirit of 
enthusiasm into printers, artists, 


janitors, and other assistants—and 
then keeping the various artistic tem- 
peraments involved from engaging 
in too serious clashes. 

The next question to decide was 
how long the celebration should last. 
A 75th birthday being one of those 
thrills that comes but once in a life- 
time, it seemed to us pardonable to 
make considerable to-do over it. The 
initial and largest splurge must 
needs, of course, come off on the ac- 
tual day that marked the anniver- 
sary, but we plan, with due inter- 
missions to prevent monotony, to use 
our 75th anniversary theme through 
the rest of the year. 

The May Second party was for 
our customers and other friends. In 
midsummer we always have a large 
garden party for the Progress Club 








ee 


A snappy roadster 
1853 model. 


of the First Wisconsin organization 
and we are planning to feature the 
anniversary for the family on that 
occasion. Other plans are on file for 
fall which will trickle out later jf 
they materialize. 

Plans for the May 2 event were 
finally decided on as follows: 

Open house—to which all Mil. 
waukee would be invited and at 
which we would distribute some 
slight souvenir. 

Special enlarged and glorified edi- 
tion of our house organ—to be 
handed to everyone who came into 
the bank on Open House Day, 
and to be sent to mailing lists of 
all three First Wisconsin insti- 
tutions. 

Historical exhibit—to be displayed 
in bank lobby and to be made 
so interesting independently of 

its connection with 
the bank’s history 
that people who 
happened in would 
stay to see the whole 
array and go out 
and talk about it 
and send their 
friends in to see it. 
Special copy for ad- 
vertisements in local 
papers and _ other 
publications which in appearance 
and tone would earry out the de- 
sired spirit of dignified hospital- 
ity. 

One of the most perplexing prob- 
lems was that of souvenirs. To give 
or not to give—and if we gave, what! 
We have never featured giving away 
anything in the way of novelties or 
souvenirs ; our idea has been that we 
can serve our customers better by 
providing them with information 
and material having some direct 
bearing on financial matters. We 
felt, however, that on this rare occa- 
sion we should make an exception. 
Open house without souvenirs seemed 
almost like having a party without 
refreshments. 

We did not want to use anything. 
however, that had any intrinsic 
value. We thought of small Colonial 
bouquets, but dismissed the idea as 
too expensive. Roses and carnations 
had been used often for local open- 
ings—and furthermore were rather 
messy to handle. Finally we thought 
of small boxes of candy and packages 
of cigarettes as being the nearest ap- 
proach to what we would pass in our 
own homes if friends dropped in to 


(Continued on page 49) 
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Savings—Me Eye! 


By R. E. PORTER 


Bill Wilson applies 
minute analysis to the 
savings department of 
the Gibraltar National-- 


and upsets its average. 


No. 6 In The Bill Wilson ‘Series 


HE savings department of the 
Gibraltar National Bank was in 
the rear inside corridor, 4s far from 
the main entrance, as far from the 
officers’ platform, and as far from the 
glittering lobby, on which the com- 
mercial tellers’ windows fronted, as 
the size of the building permitted. 
Most of the time it was as somnolent 
as a country railroad station. But 
once a month it suddenly blossomed 
into a resemblance to the post-office 
and twice a year it looked like the in- 
come tax collector’s officeon March 14. 
Bill Wilson, the Gibraltar Na- 
tional’s new advertising manager, 
decided to survey it and, by pure 
chanee, walked into it on Saturday 
morning, July Ist. 

‘*Heavens!’’ thought he. ‘‘ What 
a wonderful savings business the old 
bank does!’’ There was a waiting 
line at every window. There was a 
sort of stampede milling about every 
check desk. Two uniformed men, 
lost in the shuffle, were answering 
50 questions a minute. An assistant 
eashier, drafted for the purpose from 
the commercial department, was sit- 
ting at a temporary desk in the back 
of the lobby, working like a beaver 
with customers who hung in all sorts 
of affectionate attitudes over his 
back, shoulders, and elbows. 

In a momentary lull around the 
desk of the assistant cashier—Law- 
rence it was, and a man Bill had 
liked at sight—Bill edged up to him 
and said: 

“Can I help you?”’ 

**You bet,’’ said Lawrence. ‘‘ Most 
of these people only get in the bank 
once every six months and all that 
most of them want to know is how to 
draw some money, now that they can 
do it without losing their interest. 
Stand over by that check desk and 
I'll shoot ’em your way.”’ 

So all day long Bill Wilson talked 
to old age, blooming youth, sober 
maturity and treble-voiced childhood 
in terms of: ‘‘ Write your passbook 
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“WHAT a wonderful savings busi- 

ness the old bank does’’, thought 
Bill when he saw the crowd in the 
savings department July 1. But 
he soon learned the'sad truth. 


Some of Bill’s 
Thoughts 


They Started an Investigation 


That Produced Results 


. Why are these people so 


unfamiliar with the bank? 


. Why do these passbooks 


show so few deposits? 


. What brought these peo- 


ple here in the first place? 


. What keeps them away 


until after interest day? 


. Are the savings accounts 


all alike? 


. What possible good can 


it do a man to leave four 
or five quarters in a bank? 


. Why isn’t there someone 


in the bank who knows 
about the condition of the 
savings accounts? 


. Why should three-fifths 


of the bank’s savings ac- 
counts be left dead? 


. Why doesn’t someone 


analyze the accounts to 
learn the condition? 





number on this line, fill in the amount 
you want to withdraw here, put your 
name and address here.’’ ‘‘Got your 
book? Take it to that window.’’ 
And he had the time of his life. For 
onee, he was in touch with the real 
bank customer and for once he got 
tke banker’s pure joy of being looked 
up to, depended on and trusted. 

After that day, he would not have 
changed jobs for a _ ten-thousand- 
dollar raise. But all through it he 
kept thinking: ‘‘Why are these 
people so unfamiliar with the bank? 
Why do these passbooks show so few 
deposit entries? What brought these 
people here in the first place, and 
what keeps them away until today 
in the second place?’? 

Later, he tried to find out who it 
was in the bank who knew or wanted 
to know much about the savings de- 
partment. Apparently, it had no 
official head. The chief clerk bought 
its passbooks and supplies, and tellers 
spent a period at the savings win- 
dows before being moved to the re- 
ceiving, paying or other windows of 
the commercial department. Its 
$3,000,000 of deposits was treated 
from the investment angle exactly 
like so much eapital, surplus and un- 
divided profits. And its 10,000 eus- 
tomers were thought of as an inani- 
mate group just like a farmer thinks 
of wheat and not nearly with the in- 
dividuality that the sheepherder 
thinks of his sheep. 


‘* Are they all alike?’’ thought Bill, 
and that sent him to the savings 
ledgers. Page after page he turned 
(this was before the days of ecard 
index savings ledgers) and more and 
more was he impressed with the fact 
that the Gibraltar National Bank did 
not have 10,000 savings customers at 
all. Here and there an account 
showed frequent deposits and some 
of these showed equally frequent 
withdrawals. But the vast mass of 
them showed an initial deposit, per- 

: (Continued on page 54) 
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Airplane 


Construction 


Securities 


HE investor contemplating 

with interest the field of air- 
plane manufacture, will find it 
necessary to make some difficult de- 
cisions before embarking upon his 
venture. Airplane construction is 
Sharply divided between construc- 
tion for military and for commer- 
cial use. 

Most of the successful builders 
have found that these two activities 
do not mix well and many confine 
their field to one or the other. In 
these lines, again, there are further 
separations of interest. Some con- 
structors specialize on the larger and 
transport types, while others elect to 
concentrate on the smaller models 
such as used for personal flying or 
aerial ‘‘taxi’’ services. Some spe- 
cialize in flying boats; others in land 
types, and so on. Thus many con- 
structors are not in competition with 
each other. 

If the venture is a new enterprise, 
a complete survey should be made of 
the existing market and of the pos- 
sible competition, so that the most 
promising field may be selected when 
designs and types are first being con- 
sidered. 





By ARCHIBALD BLACK 


President, Black and Bigelow, Inc., Air Transport 
Engineers, New York 


— 


FACTS 


J 


On Airplane 


Construction 
Investing 


The industry is_ sharply 
divided between con- 
struction for military and 
commercial use. 


The existing market should 
be intelligently surveyed. 


Service must be good. 


Production facilities must 
insure economical manu- 
facture. 


Make aviation investments 
with the same caution as 
you would use in any 
other field. 









The Industry 
Production Facilities 
Possibilities 


Men In The Business 





If the concern is already in ex. 
istence, and its products now on 
the market, the reputation of these 

existing designs and of the company 
must be considered as well. 

Cases have happened where firms 
producing meritorious designs have 
found difficulty in marketing these 
because of poor service facilities, high 
charges for repair work, or a badly 
organized selling program, just as 
well as to intensive competition. 
None of these angles can be over- 


looked by the investor. 
Engines which are to be finan- | : 
cially suecessful must be more than | 
merely good engines. They must be ; 
capable of production at a cost in fF , 
competition with others already on ‘ 
the market, and they must be of such ‘ 
type and size as to fit into a definite 3 
division of the market,—for no-one t 
engine will fill any and all purposes , 
in aviation. If the design is rad- ‘ 
ically different, its novel features , 
must be ‘‘sold’’ to the maintenance : 
crews as well as to the purchaser be- ; 
fore an engine can become profitable 

to its builders. For, although avia- 

tion is a relatively new industry, it 
(Continued on page 61) . 
t 
( 








Assembling fuselages and wings in the assembly room of the Fairchild Airplane Manufacturing Corporation plant at 


Farmingdale, N. Y. 
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NE of a series 
of articles 
answering impor- 
tant legal questions 
that come up in 
every bank. 

















































An early vault 
maintained by the 
priests of a Grecian 
temple. It is simply a 
hole cut in the solid 
rock. It was covered 
by another rock cut to 
fit. The temple priests 
were custodians of val- 
uables in those days. 





afe Deposit Risks 


| Two sisters rented a safe de- 


posit box. The rental contract 
provided that either might have en- 
try, and in the event of the death of 
either, the survivor should have right 
of access. One of the sisters died 
and a few days thereafter, the other 
was permitted access 
to the box from which 
she took bonds to the 
value of several thou- 
sand dollars. Follow- 
ing this, an adminis- 
trator was appointed 
over the estate of the 
deceased sister and he claims the 
bank is liable for permitting the sur- 
viving sister to remove the bonds from 
the box, since they were the property 
of the other. Is the bank liable? 

A. It seems clear, in the absence 
of an inheritance tax statute sealing 
the box, the bank violated no duty 
in permitting the entry. In other 
words, the bank was under no ob- 
ligation to protect the contents of the 
box from the surviving sister, and it 
is not liable for the acts of the latter 
in removing the bonds. 


A bank carried a burglary in- 

surance policy of the usual form 
in the sum of $50,000. Its safe 
deposit box department was burglar- 
ized under circumstances which ren- 
dered the bank liable to the box 
owners. The insurance company de- 
nied liability on the ground that the 
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loss could not be accurately deter- 
mined from the bank’s books, within 
such requirement in the policy. Wili 
. : 
this defense defeat recovery by the 
bank ? 
A. The provision exempting the 
insurance company from liability, 


Legal Questions Answered 


By LESLIE CHILDS 


unless the loss may be accurately de- 
termined from the books of the bank 
is common in policies of this kind. 
Presumably, the bank will be in no 
position to meet this requirement, 
and it will likely be denied recovery 
under its policy for such losses. 


3 The steel vault of a bank was 

opened by the use of explosives, 
and certain safe deposit boxes were 
pried open and looted. It is conceded 
that the bank is not liable for the re- 
sulting losses having exercised due 
care. The following day, the bank’s 
cashier is alleged to have promised a 
box owner that the bank would make 
good his loss. Is the bank bound by 
this promise? 

A. It is difficult to see how the 
bank could be held liable on such a 
promise, if made. In view of the 
cireumstanees, the statement of the 


eashier would in all probability be 
held a mere expression of opinion on 
his part, and in no way binding on 
his bank. 


A bank maintained a modern 
vault. This vault was broken 
into by highly-skilled 
burglars by the use of 
dynamite, nitro-gly- 
cerine or T. N. T., and 
the safe deposit boxes 
rifled. Is the bank 
liable to its box pa- 
trons for their losses ? 
A. In the first place, a bank is not 
an insurer against a loss of this kind 
by its patrons, but is required to ex- 
ercise reasonable care in the protec- 
tion of property committed to its cus- 
tody. In the absence of a showing 
of negligence on its part, it would not 
be liable for the loss by its box pa- 
trons as described in the question. 


A bank issues a receipt to its 

safe deposit box patrons which 
stipulates that it shall not be liable 
for loss caused by theft, burglary, 
or any other cause, whether caused 
by its negligence or not, and provid- 
ing that the patrons shall assume all 
risk in connection with the use of the 
boxes. Will this stipulation protect 


the bank against liability for a loss 
caused by its own negligence? 

A. The court holdings on this 
question are not in accord, but it may 
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he stated broadly that provisions of 
this kind, exempting a bailor from 
lability for loss caused by his own 
negligence, are scrutinized closely 
and not upon with favor. 
Generally speaking, a bank is not 
justified in relying upon a provision 
of this kind to protect it from liabil- 
ity in all eases. 


looked 


6 A prominent merchant disap- 
peared. A few days thereafter, 
and while a nation-wide search was 
heing instigated to ascertain his 
whereabouts, his wife demanded ac- 
cess to his safe deposit box. The 
wife had the key to the box, and de- 
sired entry to it for the purpose of 
finding papers which she believed 
might throw light upon hus- 
band’s strange disappearance. 
Would the bank be taking any risk 
in permitting the wife to examine 
the contents of the box? 

A. A bank has no right to permit 
anyone but the renter of a 
safe deposit box access thereto, 


her 


in the absence of a written 
order from such owner to do 
so, or a court order. The bank 
might ineur liability of a very 
substantial kind, if it permit- 





{ipower is more 
than theexpense 
of vault operation 
to consider; there is 
the serious liability 
arising from . such 
legal responsibili- 
ties as those listed 
here. 


ted the wife access to the box, in the 
absence of proper authority. 


‘ij A box customer intrusted his 
key to the bank’s cashier, with- 
out the knowledge of the bank, and 
the cashier abseonded, taking the 
contents of the box along with cer- 
tain funds of the bank. Is the bank 
liable for the loss of the box renter ? 

A. The general rule seems to be 
that in such a the customer 
would be deemed to have made the 
cashier his agent, which would re- 
lieve the bank from liability. How- 
ever, under some of the authorities, 
the customer would perhaps be al- 
iowed to raise a question of fact, 
relative to whether the bank had 
been negligent, and thus have the 
question of liability passed upon by 
a jury. 


case 


A traveling salesman rented a 
safe deposit box and executed a 


Q Risks That 
May Be Avoided 


(Explained in these questions and answers) 





power of attorney authorizing his 
brother to have entry to the box at 
uny and all times. The salesman wag 
killed in an automobile accident in g 
distant state, and the question arises 
as to whether the bank should per. 
mit his brother to open the box. 

A. The authority granted by a 
power of attorney is revoked by the 
death of the principal. The bank 
would act at its peril in honoring the 
power of attorney, after having re. 
ceived knowledge of the death of the 
giver. 


9 The safe deposit box of a bank’s 

customer has been attached, and 
the bank summoned as garnishee, 
Would the bank render itself liable 
in any way by permitting its eus- 
tomer aecess to the box? 

A. It would assume a grave risk 
in doing so, and for its own protee- 
tion should keep exelusive control of 
the box until released as garnishee 

by the court. 

Legal questions of this nature 
are answered each month. Any 
one having a question of general 
interest to bankers may have it 
answered free of charge through 
this department. Address your 


letter to the Editor of The Bankers 
Monthly, Chicago, Ill. 


OSSIBLY one of 

the best protec- 
tive measures is to 
explain all the fea- 
tures of safe deposit 
to every customer 
and keep in close 
personal touch with 
every renter. 


1. Admission to box under joint 4. Losses to renters by burglary of 7. Cashier accepting custody of box 


access contract. 


a modern vault. 


2. Insurance that does not fully 5. False security from contracts ' 
that declare the bank not liable 8- Power of attorney no protection 


cover loss to box renters from 


burglary. 


for any loss to renters. 


key and absconding with con- 
tents of box. 


after the death of man exe- 
cuting it. 


3. Promises made by officers to 6. Access to box for an unauthor- 9, Access after a man’s property 
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make good the losses of renters. 


ized person in an emergency. 


has been attached. 


BANKERS MONTHLY JULY 1928 





ep ETE EE 





tré 
re 
in 

Ne 
meé 
Tl 
of 
fr 
wi 


co 


st 
C0 


us 


of 
M 
hi 


1¢ 
Ww 


ar 


28 








N interesting ex- 


hibit, which  at- 
tracted large crowds 


recently, was displayed 
in the window of the 
National Bank of Com- 
merce in St. Louis. 
The display consisted 
of 46 canes gathered 
from all parts of the 
world by a St. Louis 
collector. 

Among the walking 
sticks with a_ historic 
connection were those 
used by Czar Nicholas 
II of Russia, the Prince 
of Monaco, Emperor 
Maximilian, who 
his life in an effort to conquer Mex- 
ico; Prinee Nicholas of Montenegro, 
who died in exile; King Ludwig of 
Bavaria, known as the ‘‘Mad Mon- 
arch ;’’ and Cecil Rhodes, after whom 
Rhodesia in Central Africa is named. 


lost 


Other canes came from such his- 
torie points as the home of Count 
Leo Tolstoy in Russia; the birth 
place of Hippocrates, the father of 
medicine, on the Island of Cos in 
Asia Minor; the grave of Hamlet at 
Elsinore, Denmark, and the ‘‘ village 
preacher’s modest mansion’’ at Lis 
say, Ireland, scene of Oliver Gold- 
smith’s ‘‘ Deserted Village.’’ 

There was one cane from Toledo, 
Spain, that had a sword concealed in- 
side; another had a steel barrel to 
which could be attached a revolver 
for the surreptitious hunting of game 
inGermany. Another novelty was an 
Azorean box-wood cane intricately 
carved by an 80-year-old man who 
was born blind. 
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Relies 
Attract 


‘The Crowds 


By G. V. KENTON 


Advertising Manager, National Bank of Commerce, St. Louis 


Other Relics that 
Make Good Displays 


Historic costumes 


Foreign musical 
ments 


Ancient coins 
Indian utensils 
Foreign costumes 


instru- 


Historic firearms 
Travel novelties 
Foreign stamps 


Pistols used 
by Hamilton 
and Burr in 
their famous 
duel exhibited 
by Union 
Trust Co. of 
Cleveland. 








Represented in the 
collection were walking 
sticks from such other 
countries as Honduras, 
Jamaica, Alaska, 
Egypt, Japan, China, 
New Zealand, New 
Guinea, Siberia, the 
Philippine Islands and 
Ireland. 

The 
from whom 
lection was obtained 
has been gathering 
eanes for a number of 
years on his trips 
around the world and 
has more than 2000 of 
them at his home. The 
National Bank of Commerce was 
privileged to select a few of the most 
interesting types for its display. 

It should be easily possible for 
most any bank in a fair sized city or 
town to discover a citizen with an 
interesting collection of some sort. 
This kind of display, when suitably 
labeled, is one of the best attention 
getters possible. 

The National Bank of Commerce 
has arranged for other interesting 
exhibits obtained from persons who 
ere collecting relics as a hobby. 


St. Louisan 


this col- 


The art of conversation is to be 
prompt without being stubborn, to 
refute without argument, and to 
clothe great matters in a motley garb. 
—Disraeli. 

aieibipindiis 

The seeret of happiness is not in 
doing what one likes, but in liking 
what one has to do.—James M. 
Barrie. 
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The 


Banker’s 
Librarian 


A New 


Loan Basis § 


6PF.OR years the banker had 

thought of business in terms of 
production. He loaned money to 
build factories, buy equipment, ex- 
tend physical property. Now and 
then some adventurous soul would 
ask for a loan to buy advertising, 
and the banker would be shocked at 
such frivolity.”’ 

Thus says Earnest Elmo Calkins 
in ‘‘ Business, the Civilizer,’’ a book 
based on the author’s widely quoted 
articles in the Atlantic Monthly. 
Mr. Calkins goes on: 

“*Tt is nevertheless true that banks 
have been gradually coming to recog- 
nize an intangible element as one of 
the strongest, if not the strongest, 
influence in making loans. And 
this element is what we know as char- 
acter. No banker today loans money, 
no matter what the collateral or se- 
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One of the beautiful vistas in the new banking 
room of the First National Bank of Chicago. 


Calkin’s Book 
Emphasizes The 


Distribution Asset 


curity, without giving some consid- 
eration to the man or men who bor- 
row the money. Their integrity and 
ability are an asset on the right side 
of the balance sheet, and so it hap- 
pens every day that men whose chief 
asset is what they are, are able to 
borrow more money than is repre- 
sented by their visible assets, because 
they possess that intangible asset ot 
character. 

‘*Every banker has occasion thus 
to back his knowledge of the man, 
and loans are made every day where 
the proved character of the appli- 
cant is the chief consideration. And 
so, by an easy analogy and by a 
short step, bankers are beginning to 
recognize that there is a new asset 
in the business world as intangible as 
the asset of character and having 
considerable resemblance to it, be- 


OW versatile a 
manf{must the 
banker be! He must 
appraise the value of 
his own marble halls, 
of the human-like ma- 
chines of his manufac 
turer customers mand of 
the intangibles—char. 
acter, good-will, and 
advertising. 






















cause what is generally known as 
good-will of a business is very sim- 
ilar to what we know as character 
in the individual. 

* * * * 


‘‘The banker is accustomed to loan 
money on bills receivable, warehouse 
receipts, trade acceptances, and other 
evidences of business being done, 
but not completed to the point of col- 
lecting cash for the goods. The basis 
of the loan is that in the banker’s 
opinion the business is functioning 
normally, and that in the regular 
course of events the cycle will be 
completed and the goods will be sold, 
or delivered, or paid for. So well 
established is the business routine 
that the course of events is dis- 
counted in advance. Some of the 


business on which the banker loans 
(Continued on page 39) 
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CHECKS OF CHARACTER 
MADE-TO-ORDER 
WITH YOUR OWN BACKGROUND PATTERN 


THE TODD COMPANY 
offers to banks an exclu- 









acter you may desire. 
Engravings of title, bank 


sive service—the creating and ~ ease building or trademark, for 


preparing of checks of excep- 
tional quality, distinguished with 
a background specially designed 
to your own individual order. 
These handsome checks are 
executed on exceptionally high- 
grade paper, beautifully tinted 
and sensitized so as to expose 
immediately any attempt at al- 
teration by scratch, erasure, 
washing, or acid. The background 
pattern is confined exclusively to 
you in your territory and made 
to incorporate your trade-mark, 
any design symbolic of your serv- 
ice, your monogram, or medallion, 
or any other distinguishing char- 


MARK 


lithographing, are executed 
with exceptional care. In_ all, 
these Special Surface Design 
Checks are meant for the bank 
that appreciates the dignified ad- 
vertising value of unusual quality 
and distinctive appearance in 
a check. 

You can learn about Special 
Surface Design Checks from 
the Todd representative in your 
city. Or return the coupon and 
we will gladly send samples and 
complete information. Bankers’ 
Supply Division, The Todd Com- 
pany, Rochester, Chicago, New 
York, St. Paul, Denver, Dallas. 





Bankers Supply Division, THE TODD COMPANY, State and 60th Sts., Chicago, IIl.; 
eo oes -fourth St., Brooklyn, N.Y.; 1200 Lawrence St., Denver, Colo.; 2021 Jackson St., 
as, Texas. 


Send me samples and complete information about Special Surface Design Checks. 


I PE S65 bs nudism ccostededaneceaaewes 
PN Fo cota ckiddehwshecccuueenere 
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Readers will confer a favor by mentioning THE JULY, 1928 BANKERS MONTHLY when writing to our advertisers 





How many 


have you? 





County federations have done much 
toward the elimination of duplicate 
borrowers. 

But so far, no work has been reported to eliminate 
duplicate savers. 

Most banks have a startling number of savings 
accounts that never grow. 

Many of these are duplications of accounts in 
other banks and usually the accounts in the other 
banks are just as worthless. 

There is no need to remind 
our readers as to the cause 
of these duplicate savers; we 
all know where they come 
from. 

The question is: How shall 
we either eliminate the ex- 

pense of carry- 


Educate 
Savers 


Reduce _ ing them or else been sold on the real idea of activity, he is Get Real 
Expense make them into saving. turned back to Savers 
profitable the savings de- 
accounts? He is not even a customer. partment. 
One suggestion would be : Probably the least that 
to handle‘them like county He is only a hanger on. any bank can do is to 


federations handle duplicate 
borrowers. 

If a clearing house were 
formed and all dormant 
accounts brought together, 
the duplication would be dis- 
covered. 

Some simple method of 
dividing these duplicate savers among the different 
banks could easily be devised and the bank drawing 
the account could take definite steps to develop the 
depositor into a regular saver. 

Possibly the first suggestion to the depositor 
would be to transfer the small deposits from the 
other banks to the one bank. 

In many cases this in itself would make the 
consolidated account worth while. 

; But what can a bank do with- 
Build Savers out the cooperation of others in 
Not Deposits the community? 


to the banks. 


self. 
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Duplicate Savers 


As Bad As Duplicate Borrowers 


The Editor’s Viewpoint 


By JOHN Y. BEATY 


PERSON with savings ac- 
counts in several banks may 
be called a duplicate saver. 


But in reality he is not a 
saver at all because he has not 


His accounts are of no value 


They are of no value to him- 















They cost 


too much! 








Possibly this could be done: 
Turn over dormant accounts 
either to the new business 
department or to a special department whose 
task it is to develop the depositors into savers by 
educational methods. 

By releasing the savings department from the 
cost of carrying these items, that department 
will have a better chance to show a real profit. 

The department taking 
over the accounts to be § 
developed will not bef 
expected to make money on 
them and its work will be 
charged in the same way as 
advertising is charged. 

As soon as the depositor is 
educated into 


Rejuvenate 
Dead Accounts 























segregate the ledger sheets § 
of inactive accounts in a 
separate book where they 
will not need to be handled 
until the accounts become 
active again. 

Whatever plan is adopted, 
a person with an inactive ac- 
count should be treated as a prospect and not as a 
customer. Everyone who has made a deposit is worth 
something and should not be neglected entirely. 

If we take! an unfriendly attitude toward a 
duplicator, weJmay lose what might be developed 
into a good customer. 

But, if we look upon him as one whom the bank 
can help, we can probably make him a worth-while 
saver instead of nothing but a hanger on. 

The elimination of duplicate = 
savers is a service to the entire Eliminate 
community as well as to the bank. Duplicators } 
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For the Motorist Depositor: 


A GARAGE IN 
HIS BANK BUILDING 


For the first time, a large metropolitan 
bank has built into its own building a 
Storage Garage, and offers parking 
facilities to its customers. 


This modern interpretation of service 
is a progressive step— indicative in the 
case of the First National Bank in 
Detroit, of forward-looking policies 
maintained for 65 years. 


FIRST 
NATIONAL BANK 


IN DETROIT 


FIRST NATIONAL COMPANY 
OF DETROIT, INC. 
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Cows, Hogs and Equipment | 


Say Two Wisconsin Bankers 


By ROBERT A. JONES 


6c HEN advertising to farmers, 

we talk cows, hogs, poultry 
and labor-saving equipment—and 
our experience convinces us we are 
on the right track.”’ 

That, in substance, is the verdict 
of two banks in the heart of Wiscon- 
sin’s dairy district. 

‘*Farmers are just like the rest of 
us,’’ points out Cashier J. H. Dries- 
sen of the First National Bank of 
Marion. ‘‘They like to read about 
things they are genuinely interested 
in; they like to deal with men who 
know their problems and, above all, 
with institutions that are human.’’ 

Max Stieg, cashier of the Dairy- 
man’s State Bank of Clintonville, is 
in entire agreement with these views. 
Mr. Stieg: ‘‘If want 
others to take an interest in yow 
business, be interested in theirs! We 
believe, too, that if we can point the 
way for any of our farmers to make 
more money, through using good 
seed, modern methods or cost-redue- 
ing machinery, our institution will 
receive its fair share of the pros- 
perity.”’ 

Cogent reasons, 
these, for belonging 
to the _  eow-hog- 
equipment school of 


Says you 


bank advertising! 
But the test is: 
‘“‘How does this 


theory actually work 
out in practice ?”’ 
On this point, it 


This should be one of the most 
helpful articles ever published 
in this Banker-Farmer section. 


Farmers are just like 
the rest of us, they like 
to read about things they 
are genuinely interested 
in; they like to deal with 
men who know their 
problems, and above all, 
with institutions that are 


human. 
J. H. DRIESSEN, 


Cashier, First National Bank, Marion, Wis. 


tion of having an average of $1,000 in 
deposits for every man, woman and 
child in the town—nearly a million 
dollars in all, although the First 
National is one of two banks in a 


village of less than 900 persons. 
This rather exceptional record of 










A GOOD PAIR TO DRAW TO 


Both dairying and poultry raising have had a big expansion since the war because of increased production to meet increased demand from consumers Producers 
have been able to put this form of farming on a better business basis from the start and increase income from units of stock. The (ow Testing Associations have pro- 

vided an avenue for weeding out loners and breeding up production from the highest producera. In poultry, the trap nest does the same thing so that intelligent man 

agement can work towards a continual increase per unit. Also, the lesting association shows the way to better feeding, higher quality product and cost cutting by 
the introduction of the silo and ensilage cutter, individual drinking cups fred and litter carriers, swinging stanchions, cement floors and mangers, milking machines 
efficient cream separators. feed grinders, pumps and water systems. The dsiry cow and the laying hen will help build ) our bank account and put farming on a better 
basis. As the card shark would say: “They are a good p air to draw to.” 


DAIRYMAN’S STATE BANK 





The Bank that Serves 


ing good will for their banks. 

No unusual degree of credulity js 
required to believe their assertions, 
For example, when a bank advertise. 
ment deals with the ‘‘ Care of Spring 
Pigs,’’ and speaks of proper sanita- 
tion measures and adequate housing 
equipment to reduce mortality in the 
new crop, hog raisers are inclined to 
give heed. And it means something 
to a Wisconsin farmer when the 
bank advertises: ‘‘Water Bowls 
Make a Dollar’s Worth of Feed 
Worth $1.83 as Milk.’’ This type of 
advertisement helps to put profit in 
the milk pail—and money in the 
bank. 

Such a message, surely, is conerete 
evidence that the bank has a prae- 
tical conception of the ‘‘ business .of 
farming.’’ What is especially grati- 
fying to the advertisers is that the 
entire community has become ae- 
customed to looking for these edito- 
rial-advertisements, much as_ the 
Philadelphians used to watch for the 
editorials that John Wanamaker 
wrote to accompany his display ads. 

Upon this point, Mr. Driessen says: 

‘*This advertising 
service has gone over 
big. I believe that 
most every subserib- 
er to the paper reads 
these ads for they 
contain helpful sug- 
gestions for all. We 
have had many fa- 
vorable comments 


is only necessary to 
turn to records made 


This is one of the advertisements that has enabled the Dairyman’s 
State Bank of Clintonville, Wis., to build up resources of over 
$1,200,000 in a town of 3,400 population with two competitors. 


upon them and the 
people in this loeal- 





by the two banks. 
The Dairyman’s 

State Bank is but eight years old, yet 
it has already reached the point 
where it has resources of more than 
$1,200,000, notwithstanding it is in 
competition with two other strong 
banks, in a town of 3400 population ! 
And to the First National Bank of 
Marion belongs the unusual distine- 
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achievement is not, of course, due 
entirely to the banks’ policy of talk- 
ing to the farmers in their own 
language, but the heads of both or- 
ganizations declare that the homely 
messages, appearing in the Clinton- 
ville paper week in and week out 
have contributed materially to build- 


ity are watching our 
progress closely.”’ 


Contrasted with the old-time 
‘‘eard’’ with which many country 
banks formerly contented  them- 


selves, or the stiff colorless ads still 
used by some institutions, or even 
compared with the more modern, but 
often platitudinous ‘‘canned’’ ad- 
vertisements, these straightforward 
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PEOPLES WAYNE COUNTY BANK 


a consolidation of 
The “Peoples State Bank 
Wayne County & Home Savings “Bank 


(Effected February 15th, 1928) 


r 100 Banking Offices in 
. Detroit 





We MAP OF GREATER DETROIT SHOWING PEOPLES WAYNE COUNTY BANK OFFICES 


c.. Capital Stock $11,000,000.00 
is Surplus Fund $22,000,000.00 
w Resources $300,000,000.00 


still 
even (257) 


=| PEOPLES WAYNE COUNTY BANK 
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messages dealing with the every-day 
problems of the farmer are welcome, 
indeed. 

“We'll with all that, but 
how can we get up any such ads as 
these banks?*” may be a natural in- 
quiry. 

The answer is: 
bankers did.”’ 

Neither pretends to qualify as a 
born copy-writer, and the last thing 
they would do, would be to claim the 
title of ‘‘advertising expert.’’ They 
are, first and foremost, bankers; to 
be sure, bankers who know farming, 
but bankers primarily. That being 
the case, others can do what they are 
doing. They work with the pub- 
lisher of the local paper. 

Fortunately for them, the latter, 
A. A. Washburn of the Clintonville 
Dairyman-Gazette, has been a farmer 
himself. Further, he held some pro- 
nounced ideas on the sort of copy 
the farmers would read—and these 
coincided to a extent 
with those of the two bankers, who 
encouraged him to put-his convie- 
tions to the test. 


agree 


‘*Do just as these 


ideas large 


A Valuable Source 
of Copy 


Although he has his own first- 
hand knowledge and the experience 
of the bankers to draw upon, Editor 
Washburn turned to other sources 
also for inspiration. These sources 
are available to all banks or news- 
papers who wish to make use of them. 
Prominent among them are the bul- 
letins of the state and federal de- 
partment of agriculture, and of these, 
the Clintonville publisher has made 
effective use. 

He was also keen enough to dis- 


If you want others to 
take an interest in your 
business, be interested in 
theirs. We believe that 
if we can point the way 
for our farmers to make 
more money, through 
using good seed, modern 
methods, or cost-reduc- 
ing machinery, our insti- 
tution will receive its fair 
share of the prosperity. 
MAX STIEG, 


Cashier, Dairyman’'s State Bank, 
Clintonville, Wis. 


cern in the items of the ‘‘Country 


Newspaper Service’’ of the National 


Association of Farm Equipment 
Manufacturers, Chicago, some re- 
liable material that was almost 
‘‘made to order’’ for the purposes 
of these banks. Excellent use has 


been made of these releases also, and 
any other publisher wishing to per- 
form a similar service for his bank 
advertisers can obtain these articles 
on farm practices by directing a let- 
ter to Country Newspaper Service, 
608 South Dearborn Street, Chicago. 

As an illustration of the way that 
Mr. Washburn has used this material, 
attention is invited to the two ad- 
vertisements shown in the accom- 
panying illustrations. Who will 
doubt that the impression made by 
these ads will remain with the farmer 
much longer than the ordinary 
stereotyped ‘‘copy ?”’ 








The Marion bank’s message strikes 
directly home when it quotes actual] 
figures from a cow testing associa. 
tion, pointing out how running 
water and modern equipment in the 
barn are increasing yields; how pro. 
duction costs are reduced through 
the use of milking machines and 
other labor-saving machinery. Nat- 
urally, the dairy farmer will read 
such an advertisement, not overlook- 
ing the line under the bank’s name 
suggesting that the First National is 
‘*a good place to deposit your milk 
checks.’’ 


Big Attention Value 


Who wouldn’t stop to read the 
attention-arresting advertisement of 
the Dairyman’s State Bank, stretch- 
ing seven columns wide across the 
page? The intriguing headline ‘‘A 
Good Pair to Draw To’’ sounds like 
a broadeast of poker hands, but, in 
reality, this message touches on 
poultry-raising and dairying, both of 
which have added materially in 
building prosperity for Wisconsin. 

In this ad is a suggestion that the 
farmer become affiliated with the cow 
testing association of the community, 
weed out the ‘‘boarders’’ from the 
dairy herd and breed up production. 
It carries a hint that the trap nest 
is a good investment for the poultry 
raiser, for the same reason. 

Last fall, when there was much 
soft corn in the Middle-west, the 
Dairyman’s State Bank advertised 
‘*Look Out for Seed Corn,’’ point- 
ing out that the erection and filling 
of silos or the building of steel or 
eonerete corn cribs with adequate 
ventilation facilities, offered practi- 
cal means of averting losses. 


Water Bowls Make Dollars Worth 


of Feed Worth $1.83 as Milk 


“Two members of our association installed drinking cups in their barns last March” is 
a typical quotation from any Dairy Herd Improvement Association monthly report, 
while quotations such as the following from New York to California are monthly oc- 


currences. 


“Two members put in milking machines and are receiving excellent satisfaction,” says 
another report, while one “plans to put up a second silo for summer feeding.” “Water 
bowls in the stalls increased the return for each dollars worth of feed from $1.25 to 


. 


$1.83 within a months time, for one of our members,” reports another tester. 

These actual reports from Dairy Herd Improvement Association testers is concrete evi- 
dence that modern barn equipment, running water systems, silos, milking machines 
are helping reduce dairy labor costs and labor and increasing dairy profits. Remember 


equipment is cheaper than additional labor. 


That is why it is made. 


First National Bank of Marion 


A Good Place to Deposit Your Milk Checks 


Instead of advertising in platitudes, the First National Bank of Marion, Wis., makes suggestions to its farmer customers in its 
advertising space. This not only helps farmers but creates an interest in the bank that could probably be obtained in no other way. 
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During the recent winter, northern 
and central Wisconsin experienced a 
considerable amount of cold weather 
and in the midst of one of these 
chilly spells, the Clintonville paper 
earried as one of the weekly bank 
messages a timely advertisement 
headed: ‘‘ Warm Water for Winter 
Weather’’ telling of the advantages 
of a tank heater to keep the water at 
a temperature that would encourage 


eattle to drink freely, maintaining | 


the flow of milk. 

No wonder farmers are interested 
in the banks behind such ads! 

A glance over the captions of other 
advertisements will give an idea of 
their practical character: 
Ventilators Reduce Fire Hazards,”’ 
“Be Sure Your Seed Grain Is 
Clean,’’ ‘‘How Many Hours Will a 


‘*Barn | 





Tractor Run?’’ ‘‘Barley and Soy- | 
beans Better Feed Than Oats,’’ | 


‘Selling Eggs at the Best Prices.’ 

The list might be extended, but 
these are enough to suggest a line of 
‘‘farmer-approach’’ which may be 


helpful to other institutions consid- | 


ering the inauguration of a similar 
series. 


Such a step, as a matter of fact, 
has been advoeated by one of the | 


leading authorities on financial ad- 
vertising who has been particularly 
impressed with these advertisements. 
Here is his testimony : 

“Tf more banks in the smaller 
towns, which have a possibility of 
securing the patronage of farmers, 
would talk in the layman’s, rather 
than in the banker’s language, it 
would produce more business for the 
bank at less cost.’’ 

Perhaps his theory may be worth 
trying out. It seems to have achieved 
results in Wisconsin. 


Detroit Banks Offer $5,000 
Reward 


The members of the Detroit Clear- 
ing House Association have offered a 
reward of $5,000 for the capture and 
conviction of any person robbing or 
attempting to rob any member bank 
or any of its bankers, or any mes- 
senger of any member bank or any 
of its branches, and the offer states 
that for the purposes of reward, it is 
considered that any robber who is 
killed is the same as if he were ar- 
rested and convicted. In _ other 
words, $5,000 will be paid for the 
killing of a bandit who robs or at- 
tempts to rob any member bank. 





41 Million An Hour 


If you think of commer- 
cial banking as depositing 
money and drawing 
checks —last year these 
operations at the Con- 
tinental totaled 61.9 billion 
dollars, an average of 41 


million each banking hour 


CONTINENTAL 
NATIONAL BANK 


& TRUST COMPANY 


OF CHICAGO 
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How To Develop Bank 

Personnel 
(Continued from page 18 
courage this, definite rewards should 
be disbursed. 

Some employes do, and all should 
be induced to apply their efforts 
beyond the technical routine of their 
jobs. Results from building sound 
customers’ relations and the origina- 
tion of new business should be def- 
initely recognized and rewarded. 

If all members of the organiza- 
tion are trained to think beyond 
their jobs, to think in terms of new 


business, and to act as business build- 
then the so-called new business 
problem is solved. Definite rewards 
should be applied to create this meth- 
od of thought and to apply it. A 
number of banks now set aside a part 
of their earnings to be distributed to 
the members of the organization with 
extraordinary work their 
jobs as a basis for division. 

Banks have gone far on_profit- 
sharing plans, bonuses, and pension 
plans, as additional rewards beyond 


ers, 


beyond 


salaries. Most profit-sharing and 
bonus plan distributions are not, 
however, linked with a _ definite 


How Employes Vary In Speed 


INDIVIDUAL BOOKS 


EMPLOYEE 
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The chart reflects the variation in the average number of transactions per employe 


per month in 36 large banks. 
transit, and savings 


Note the extreme variations in individual books, 
epartments. These banks had very nearly equal mechanical 


equipment and procedures, hence the differences in the results were largely due to 
differences in personnel administration, ability of personnel, quality of supervision 
and inter-departmental coordination, all controllable factors of general management. 
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measurement of the value of the in. 
dividual as to results produced and 
hence lose their real effects as in. 
centives. The distribution is made 
horizontal rather than on measured 
individual merits. Whenever pos. 
sible, individual results should be 
measured and evaluated, and salaries 
and special rewards based upon com. 
parative results. 

The rapid growth of banking in- 
stitutions has made promotion in- 
centives far more applicable than 
during previous years. Paths of 
promotion have become better de- 
fined and are traveled more rapidly 
by well-qualified employes. Years 
one naturally expected, and 
usually found, the higher positions 
occupied by middle-aged and older 
men. Now many important posi- 
tions are held by relatively youthful 
individuals. This phenomenon, how- 
ever, is not confined to the banking 
field, for we are living in an age of 
the young man in business. 


ago 


Ability Rule For Promotions 


The seniority rule is gradually be- 
ing supplanted by the ability rule in 
our progressive banks and this aids 
greatly in the solution of the prob- 
lem of perpetuating the organiza- 
tion’s ability. 

Negative incentives still to be 
found in many banks are: 

1. Poor working quarters 

2. Long hours 

3. Improper supervision 

Too many bank buildings are still 
architectural monuments rather than 
practical offices. Stress is laid sole- 
ly on the beauty and utility of the 
banking floor proper. Behind the 
scenes, operations, such as_ books, 
clearings, distribution, transit, ete. 
(in which operations the bulk of em- 
ployes are engaged) are placed in 
makeshift spaces with poor light and 
ventilation. In the construction of 
bank buildings, the interior layout 
should be made first and the build- 
ing built around this layout, rather 
than the reverse procedure which has 
been so customary in the past. 

Lack of inter-departmental ¢o- 
ordination, improper flow of work, 
poor procedures and improper super- 
vision, all result in abnormally long 
hours for personnel in several de- 
partments. There is no excuse what- 
soever for a condition which forces 
a number of employes to work each 
evening far beyond five o’clock. 

A condition found in many banks 
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is a low turnover in one department | 
and an excessively high turnover in 
another department. The difference | 
is usually the result of the difference | 
in the executive and supervisory abil- 
itv of the department heads. Many 
errors have been made in the pro- | 
moting of able technical men to sup- 
ervisory positions. There is no re- 
lationship between technical ability 
and erecutive ability. A splendid 
technician, or performer on an in-| 
dividual job, may be a dismal failure | 
when promoted to a supervisory posi- | 
tion requiring executive ability. | 
Splendid detail men have made poor | 
supervisors and only average and | 
even poor detail men have made very | 





eapable supervisors. 


A New Loan Basis 


(Continued from page 30) 
money is potential, but it is a poten- | 
tiality with which he is familiar, and | 
long experience has taught him to 
appraise it. 


‘But he has not yet learned to| 
appraise the potentiality of adver- | 
tising. As it is a new factor, he is 
inclined to put it down at zero. He} 
does not yet realize that, if the ad- 
vertising has been rightly conducted, 
it is an assurance of future sales, 
and that these future sales, in pro- 
portion as they are assured, are a 
part of the assets of the business. 
They resemble the ‘‘expectancy’’ 
which actuaries allow in human life. 
[t is practically certain that the 
house will sell its quota of goods next | 
year or next season—not as certain, | 
perhaps, as that it will collect its ae- 
counts receivable, but ranking next 
to that, and so should have the bank- | 
er’s consideration in the same pro- | 
portion. 


‘‘In judging a business as a bor- | 
rower of money, even though the 
cost of the advertising is not directly 
involved, how much does the banker | 
consider the advertising as a factor? | 
Does he consider, for instance, that, | 
other things being equal, the fact | 
that a house advertises is an argu- | 
ment in its favor, and does he go 
further and consider whether the ad- 
vertising that is being done is done | 
intelligently and is profitable and 
has a more than reasonable expecta- 
tion of being profitable in the future ! 





Does he review the past advertising | 


of the house and its relation to past 








sales? Does he inquire as to the 
name of the advertising agency han- 
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A se pty sapere 


ne of the many surprising 
vistas in the largest single 
banking room in the world— 
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This is No. 1 Stenographer's chair 
(swivel)—genuine Spanish leather up- 
bolstering; hair padding; Rubroid oilless 
casters; standard olive green finish; 
height, 17 inches to 21 1-2 inches. 


aie DOCTOR will 
tell you straight 
sitting increases straight 
thinking and noticeably 
increases efficiency. It 
costs no more to correct- 
ly seat your office or fac- 
tory workers. Let us send 
our catalog and prices 
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Fritz-Cross Company 
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dling the advertising and take steps 
to find out whether the reputation of 
that ageney is such that it also is a 
favorable factor? 

‘‘Onee the banker admits to him- 
self the possibility of advertising it- 
self being considered as an index of 
the advertiser’s right to credit, he 
will find that there are ways and 


means of appraising it, just as he 
| 
has found ways and 


means in the 
past of appraising other phases of a 
business’ activities. 


* * * * 


The Real Asset Of Advertising 


‘Bear in mind that the asset that 
advertising gives is the permanent 
right to manufacture a certain pro- 
duct under a certain name. It does 


| not depend on patents, or processes, 


or raw materials, or machines, or 
factory organization. It is simply 
the right to give a certain name, 
which is the exclusive property of 
the advertiser and manufacturer, to 
a certain product, and within cer- 
tain limits this name will continue 
to be an asset in spite of changes or 


| competition. 


‘*A noteworthy instance of this is 
the experience of the Gillette Safety 
Razor. The patents for this razor 
were about to expire, and after they 
had expired anyone would have the 
right to make the Gillette Safety 
Razor. The Gillette Company has 
been a large and consistent adver- 
tiser for years. Its name is almost a 
synonym for the safety razor. 

‘“What it did was to anticipate 
the event of its patents becoming 
public property, make two or three 
improvements in its device, and then 
put out a new Gillette Safety Razor, 
at the same time selling its old razor, 
the patents of which were shortly to 
expire, at a dollar as against five 
dollars, the old price, thus anticipat- 
ing the kind of competition it would 
naturally expect and spiking the 
guns of anyone who would seek to 
profit by a situation. 

‘In a year it had built up as large 
a volume on the new Gillette as it 
had formerly on the old one. The 
good-will created by advertising was 
strong enough to enable this com- 
pany to meet an emergency that 
might easily have proved fatal. It 
relied entirely on the public, on what 
the name Gillette meant to that 
public, the result of continuous ad- 
vertising for many years. 

‘Advertising history is full of 
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such instances. A elassie is that of 
the syndicate which tried to buy the 
name ‘Royal’ applied to baking 
powder. Their proposition included 
neither formulas nor plants. lj 
they wanted was the right to make a 
baking powder and eall it ‘Royal,’ 
They offered two million dollars a 
letter for this word of five letters. 
Their offer was refused, but this ten 
million dollars represented at that 
time a sincere estimate of the 
of the good will advertising 
created for the name ‘Royal.’ 


value 
had 


‘*T quite agree with Mr. 
son, 


Guy Emer. 
who combines to a rare devree 
the qualities of both banker and ad. 
vertising man, that the banker should 
not attempt to enter into the tech- 
niealities of advertising. But, for 
that matter, neither does he attempt 
to penetrate the technical methods of 
many manufacturing 
which he is able to appraise shrewdly 
enough as to assets for loans. What 
is suggested is that the banker does 
not now have the same outside knowl- 
edge and opinion of advertising that 
he does of other industries which are 
older, and from his point of view 
more legitimate, and that advertis- 
ing occupies too large a place in the 
commercial world, is too powerful a 
factor in upbuilding business, for 
him to ignore it longer. 


] ITOCESSES, 


Consumer Acceptance 


‘*He must make up his mind about 
it. And to do that in the spirit of 
the present day, he must lay 
aside some of his prejudices and ae- 
cept, as the business world has ae- 
cepted, intangible assets—or perhaps 
one would say, assets not yet realized 
—at a higher value than at present. 
There is a new kind of acceptance, 
‘consumer acceptance,’ of the great- 
est potential value, to a business 
which has it. If it has this great 
potential value, it must have some 
actual present value. The thing to 
do is to view existing conditions in 
that business to see whether the 
potential value is liable to be realized 
—in other words, whether the adver- 
tising is being properly conducted: 
and that involves the professional 
reputation of the agency which is 
doing it, as well as the advertising 
history of the house for 
eredit.”’ 


asking 


Business the Civilizer by Earnest 
Elmo Calkins, published by Little 
Brown & Company, Boston. Cloth, 
309 pages, $3. (Other reviews on page 58 


S MONTHLY when writing to our advertisers 








= ef «© oe ef me 


— fam 





ing 
led 
All 
ea 


al,’ 


TS, 
ten 
hat 
lue 
had 


out 
t of 
lay 
ac- 
ac- 
laps 
ized 
ent. 
nee, 
‘eat- 
ness 
reat 
ome 
y to 
S in 
the 
ized 
ver- 
ted: 
onal 
h is 
sing 


for 


mest 
ittle 
loth, 


58 


| 


ORE 









Develop An Investment 
Policy 
(Continued from pave 11) 

Thus budget, of course, is subject 
to adjustment as our experience 
leads us to believe that it should be 
changed, but changing it is a serious 
matter and we never do this without 
very careful study and planning. 


A Sample Reserve Budget 


About one-fourth of our reserve 
investment is in rails. Our expe- 
rience has been that carefully select- 
ed railroad bonds are a valuable part 
of the bond account. 

Another 25% 
used for the purchase of utilities. 
These give a little higher vield, as a 
rule, than the rails. 

Another 25% is invested in indus- 
trials. I must emphasize, however, 
that special care is used in the selee- 
tion of the industrials. We invest 
in the bonds of nothing but the 
larger companies—securities that are 
listed and well rated and securities 
on which we get the very best pos- 
sible report. These industrials have 
a tendency to raise the average yield 
of our bond account, yet when prop- 
erly selected, they come up to our 
standard of safety. 

Usually about 15% of our reserve 
money is represented by municipal 
bonds. Reasonable care in the selec- 
tion of these gives us.safety and it 
helps to offset what doubt may be in 
our minds when we invest 10% of 
our funds in foreign bonds. This 
foreign bond account is the smallest 
of all, principally because we feel 
that we know the least about what is 
back of foreign securities. We do 
feel it wise for the sake of diversifica- 
tion and also for the sake of holding 
up our average yield, to include 
about this much of foreign secur- 
ities. 

Of course, for safety’s sake, we go 
into the matter of the selection of 
these bonds very carefully and try 
to rely largely upon the advice of 
those security houses whom we know 
to have personally investigated the 
security. 

In selecting any bond, we try to 
get one with a good secondary mar- 
ket. By that I mean that the bond 
can be taken to the underwriter from 
whom it was purchased and a ready 
market found for it no matter what 
the date of the issue. 

I believe that any banker in look- 
ing over this budget will realize that 


of our budget is 


A NEW CHECK WRITER 





HE new Remington Portable Checkwriter writes and 
protects every part of the check—the date, name of 
payee, amount, and any explanatory matters. 


Equally efficient for writing letters of credit, stock and 
bond certificates, vouchers—or anything that can be 
written on a typewriter. All writing on this machine is 
proof against any form of alteration. 


It is small, light and handy—the ideal machine for use 
on the counter of a bank teller’s cage. Can be kept in a 
desk drawer when not in use. And the price is only $60 
—asmall amount to pay for complete and perfect check 
protection and the very maximum of convenience. 


Every bank should be interested in this latest develop- 
ment of the Remington Portable Typewriter. The 
attached coupon will bring further information, without 
obligation to yourself. 


Remington Portable 


Date 
Remington Typewriter Division, 
Remington Rand Business Service Inc., 
Remington Rand Building, Buffalo, New York. 


Please send me further information concerning the Remington Port- 
able Checkwriter. No obligation on my part is involved in this request. 


Name. 


DO O47 ee 
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The Utmost In Service 


ITH ample resources, conservatively progressive 
policies, easily accessible officers and a genuine 
desire to be helpful, the Engineers National Bank of 


Cleveland offers its facilities and accommodations to 
individuals, partnerships, fraternities, societies and 
corporations in full confidence that it can serve them 
in all their banking needs. 


Commercial, Savings, Bond, Trust, 
Safe Deposit, Collection and 
Foreign Exchange Departments 


WE SOLICIT YOUR CONFERENCES 


A. JOHNSTON C. STIRLING SMITH 


President Executive Vice-Pres. 


C. A. PAINE 
Vice-Pres. and Cashier 


ENGINEERS NATIONAL BANK 


OF CLEVELAND 


St. Clair Avenue and Ontario 
Broadway and East 55th Street 





























One Issue Worth $5 


OMETIMES we say more than we should—and sometimes -it is 
less. Any way I just want to tell you that I think you are 
making, or already have made, a real magazine out of the 
Bankers Monthly. From the Country Bankers standpoint, there 
is real, honest to God, helpful information as well as practical 


information in each issue. 


I think that any of the last five issues have been worth the 
price of a years subscription. 


Please renew our subscription and send statement. 
Yours very truly, 


C. C. CHANDLER 


President, First National Bank, Cassville, Mo 
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in planning it, we are trying to bal- 
ance our reserves with consideration 
to the four elements of safety, mar. 
ketability, diversification and yield, : 
While many bankers might not agree 
with us in the percentages men- 
tioned, I do believe that any banker 
will realize the importance of work. 
ing out for himself a budget of this 
nature. 


Reserve Balanced By Maturit‘es 


We also try to balance our bond 
investments according to maturity, 
We aim to keep about 25% in bonds 
that mature in from one to five years: 
about 25% in maturities of five to 
ten years and the balance may be 
maturities of 15 years or more. This 
diversifies the list in the matter of 
price fluctuation. The shorter term 
paper fluctuates least, as a rule. 

Some may wish to depend entirely 
upon their correspondent banks for 
the judgment used in the adjustment 
of the bond account, but others may 
wish to develop their own ability. In 
either case, I believe that the fol- 
lowing advice should be followed. 

Study your list daily. If you 
leave your bonds in the hands of 
your correspondent bank in the city, 
you ean leave instructions that the 
account is to be watched and adjust- 
ments made just as frequently as 
they deem wise. With such instrue- 
tions, the bank will keep in mind 
the makeup of your portfolio and as 
developments warrant, will make an 
adjustment any day if improvement 
scems probable. 


Get The Judgment of Others 


The second bit of advice is: Get 
the judgment of other bank officers. 
If there are officers in your bank 
whose judgment you prize, have 
them pass upon your purchases and 
sales. Otherwise, get the advice of 
your correspondent bank. Even 
though you do have the advice of 
your own officers, it should be 
checked against the advice of your 
city correspondent. 

Finally, study the rating given by 
such agencies as Poor, Moody, and 
Babson. 

It should be clear by now that my 
sincere belief is that any surplus 
money that ean be invested in bonds 
should be handled in as scientific a 
manner as possible. I hope that the 
policy here outlined may be at least 
suggestive to those banks without an 
investment policy. 






























































































val. Opportunity | 
ion (Continued from page 15) Al 
ar- Then comes Guy Philips—vice | 6 » from 
eld. president at one jump from field | - 
ree representative without  title—but, | i org a ee 
ea jelieve me, he earned it. Next, T. J. | “er . : 
ker Kavanaugh. ‘‘I knew him when”’ he 
wrk. was stenographer, assistant credit 
this man, credit manager. I saw him 
get his vice-presideney at a long way 
under 45. 
o James A. Weaver and Ralph Bug- 
ond bee are neXt in the line of vice presi- 
‘ity. § dents. I knew them both when they 
nds were individual bookkeepers, receiv- 
ars: ing tellers, paying tellers,’ assistant 
» to seeretaries. Neither of them is any 
- be more of a patriarch than Lam. Dan 
lhis W. Jones and Gates Williams are | 
r of next. Both vice presidents and both 
erm under 40. Dan is the son of the 
chairman of the board. Mr. Wil- 
rely [  Jiams joined the trust company since 
for I left it but 1 saw Dan earn his pro- | 
nent motion, and, in my humble judg- | 
may ment, it came as a result of harder 
. In work and better work than would | 
fol. | have been required of anyone else | 
dl. in his place. The president of the 
you bank was his father, but that same | Remember these points It’s hard even to pronounce the names 
s of f Breckinridge Jones is ‘een as just a about A-B-A Cheques con catch.” ha teartapednamaned te 
city, man as eer my understanding coped 5, “Pitescaeiseaiaiieeaial me American Bankers Association they are 
_ the withal’’—and I think he leaned over | American Bankers Associttion. papery tees ts te eee 
just- backwards where Dan was concerned. 2. They ere bankers cheques, érawn by Vienna, Los Angeles or Chicago. They 
V as a bank on a bank. are complete insurance against loss or 
true- Where Some Officers Started 3. They are certified, and hence legally inconvenience when traveling. a 
mind acceptable in payment of U.S. Cus- Bankers Trust Company, ee Ba a 
oye Hunt rurner, the secretary, start- come duties. - Agents for the Issuing Banks , 
ean | “in asa teller. 8 Ned ee a oetah aes AMERICAN BANKERS ASSOCIATION 
nel The assistant secretaries, the trust foreign exchange. A “ B % A e ege d 
officer, the associate trust officer, all 5. They provide, at reasonable cost, ertifie 
the assistant trust officers, the assist- | Complete insurance against the loss TRAVEL CHEQUES 
m ant bond officers, the assistant real | 
; estate officer, the mortgage loan of- | BUY THEM FROM YOUR OWN BANK NK 
» Get a. (ne ante depell ete, te eceeneiiedienetees aaa 7 
icers. auditor, the assistant auditor, the | 
bank credit manager, the savings manager | 
have —I knew them all as tellers, book- 
; and keepers, messengers, pass-book clerks, | 
ce of stenographers ; and as poor boys, too, 
Even without wealthy families, helpful 
ce of social connections, ‘‘ pull’’ or polities DATE EVENT PLACE 
1d be of any kind. RE TT : 
; ; Be a aaa July 8-12 Financial Advertisers one-day session with the | Detroit 
your The Mississippi Valley Trust Co. International Advertising Association 
has its share of old reliables in minor | July 10-11 |North Dakota Bankers Convention Dickinson 
en by jobs that the years have not changed | Sept. 3 Wyoming Bankers Convention 'Yellowstone Park 
, and and will not change. They are just | Sept. 3-4 Montana State Bankers Convention Yellowstone Park 
as happy men, perhaps, as the go- | Sept. 7 Delaware Bankers Convention ‘Rehoboth 
at my getters. Personally, I sometimes | Sept. 12-13 |Kentueky Bankers Convention Louisville 
plus envy them their placid.contentment. | Sept. 17-20 |Financial Advertisers Convention \Utica, N. Y. 
bonds I love all of them for the unselfish | Sept. 19-21 Indiana State Bankers Convention (Gary 
‘ifie a way they applauded the success of | Oct. 14 |A. B. A. National Convention \Philadelphia 
at the | younger men and helped to make it | Oct. 8-9-10 |Morris Plan Bankers Association |Richmond, Va. 
least bigger. Envy isn’t in those fine old | Oct.17-18 |Nebraska State Convention (Omaha 
mut an gentlemen, nor any petty sentiment. | Oct. 26-27 Arizona State Bankers Convention Globe 
| want success, God knows, but if I | Nov. _ Nebraska State Bankers Convention ‘Omaha a 
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The First Wisconsin and Mil- 


waukee have grown up together 





































































_ Three Year Renewals are Popular 


UR subscription to THE BANKERS MONTHLY ex- 

pires with the June issue, and as we are desirous 

of renewing, we will avail ourselves of your special 

offer of a three year’s subscription for the amount of 

$10. We value the magazine very highly and would 

not be without it.—E. S. Taylor, cashier, National 
Bank of Gulfport, Gulfport, Miss. 
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° 
had to get it by losing the things 
they ve kept, I’d rather do without it. 

The point I make, is that the Mig. 
sissippi Valley Trust Co. is not ex. 
ceptional, but typical. Distinguisheg 
it may be—as it is—for the number 
of its high officials who have worked 
for it all their lives. But almost any 
big city bank in the country can 
trace the careers of its executives to 
clerical beginnings under its own or 
some other big-bank roof. 





Experience Of A Wisconsin Bank 
‘* As far as this bank is concerned,” 
writes Ruth Pearse of the First Wis. 
consin National Bank of Milwaukee. 


| ‘‘the theory is all wrong that bank. 


ers, to attain high positions in big. 
city banks, must begin in small-town 
banks. Out of our list of 31 officers, 
27 started their banking experiences 
in this bank or its predecessors.”’ 

Another theory about banking 
jobs which investigation explodes, is 
the fallacy that successful bankers 
always step into banking at the top 
after training in other fields. 

The Continental National Bank of 
Chicago lists 36 of its officers who 
started at the bottom of its own foree 
as follows: 

Herman Waldeck, vice president. Clerk 
1893. 

William T. 
Clerk 1892. 

John R. Washburn, vice 
Messenger 1896. 

John F. Craddock, vice president. Credit 
man 1896. 

Wilson W. 
Messenger 1894. 

Dan Norman, vice president. 
rapher 1893. 

Edward E. Barker, vice 
Stenographer 1906. 

Abner J. Stilwell, vice president. New 
business 1919. 

Henry F. Studt, 2nd vice president 
Messenger 1893. 

Carl A. Birdsall, 2nd vice president 
New business 1919. 

Richard Wagner, 2nd _ vice president. 
Mail department 1910. 

Reuben G. Danielson, cashier. 
rapher 1903. 

Harvey C. Vernon, assistant 
Messenger 1890. 

J. 8S. Maeferran, 
Messenger 1906. 

George Allan, assistant cashier. Clerk 
1899. 

George A. Jackson, assistant cashier. 
Office boy 1883. 

Hiram R. Castles, 
Office boy 1899. 

C. M. Smits, assistant cashier. Clerk 
1907. 

William J. 
Messenger 1901. 

Walter J. Delaney, assistant cashier. 
Credit department 1918. 

Richard A. Aishton, assistant cashier. 
New business 1919. 

Dunlap C. Clark, assistant cashier. New 
business 1920. 

Willard G. Butler, assistant 
New business 1919. 


Bruckner, vice president. 
president. 
Lampert, vice president. 
Stenog- 


president. 


Stenog- 
cashier. 


assistant cashier. 


assistant cashier. 


White, assistant cashier. 


eashiet. 
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Fred ©. Venables, assistant cashier. 
Messenger 1899. 

T. 8. Robinson, assistant cashier. New 
business 1919. 

E. Mansfield Jones, comptroller. Book- 
keeper 1900. 

William P. Kopf, vice president & trust 
oficer. Clerk 1889. 

Everett R. McFadden, secretary. Assist- 
ant secretary 1898. 

Edmund J. Claussen, assistant secretary. 
Bookkeeper 1906. 

Kinney Smith, assistant secretary. Trust 
& real estate work 1915. 

Harold P. Smith, assistant secretary. 
Clerk 1905. 

Lewis C. Davis, assistant secretary. 
Clerk 1912. 

Albert 8S. Martin, 2nd vice president. 
Messenger 1898. 


John P. V. Murphy, manager, savings 


department. Savings teller 1900. 


John E. Shea, assistant manager, savings | 


department. Messenger 1880. 


Alfred J. Favero, assistant manager, | 


savings department. Bookkeeper 1907. 


The Marine Trust Co. of Buffalo | 


has 40 officers (ineluding the presi- 
dent, the chairman of the board and 


nine vice presidents) who started as | 


messengers, eight who started as 
clerks, two who started as bookkeep- 
ers, one who started as a stenogra- 
pher. Only four out of its 60 officers 
were officers from the start. 


Advancement In Boston Bank 


The First National Bank of Bos- 
ton lists 28 officers, including the 
president and six vice presidents, 
who ‘‘started in clerical positions in 
this bank or other banks in this city.”’ 

I could keep this up indefinitely, 
but the point ought to be plain by 
this time, that tomorrow’s big jobs 
in big banks await the clerks, tellers, 
messengers and stenographers of to- 
day. 

How will they qualify for them? 
By producing. And how will they 
produce ? 

Two short words sum it up—by 
study and contact. 


A Typical Record 


Different men will work in differ- 
ent ways for different banks, of 
course. But Byron Moser’s record 
exemplifies the basie principle that 


all will follow. When I first knew | 


him, he was assistant receiving teller 
of a big city bank. He took the first 
dollar I deposited in my first check- 
ing account. Today—at 40 he is 
president of another bank—The Se- 
curity National—in that same big 
city. His suecess was founded on an 
A. I. B. membership and a new busi- 
ness contest. Side by side in his safe 
deposit box are his certificates from 
the Institute and the $50 check his 
bank gave him for soliciting accounts 
in an employe drive, when he was 
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organization, equipped by 
the nature and experience 
of its members to instil 
confidence and to give a 
complete, prompt and 
courteous banking service. 


STRAUS NATIONAL BANK 
AND TRUST COMPANY 
OF CHICAGO 


Straus Building, Michigan Avenue at Jackson Boulevard 


S. W. STRAUS, President JAMES R. FRAZER, 
S. J. T. STRAUS, Vice-President Vice-President and Trust Officer 
JOHN H. KRAFFT, Vice-President and Cashier N. H. OGLESBEE, Controller 








Ideas Put To Use 
Out of THE BANKERS MONTHLY 


There is no other publication which is as valuable to me as 
“The Bankers Monthly.” It is one of the periodicals which I 
always read and keep constantly on my desk. Each issue con- 
tains a wealth of material and I would not miss an issue. I 
might add that I have put into effect in our organization a 
number of ideas which I gleaned from the magazine.— 
Jules Yager, Vice President-Treasurer, Plymouth Plan, New 
York City. 
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‘one of the boys in the eage.’’ 
Speaking of cages.—He certainly 
proved that ‘‘strong walls do not a 
prison make, nor iron bars a cage,”’ 
didn’t he? 

He was successively (and rapidly ) 
assistant secretary, secretary and 
vice president of the St. Louis Union 
Bank, vice president of the First Na- 
tional Bank in St. Louis and first 
president at its organization of his 
present institution. He was also 
president of the American Institute 
of Banking. He studied to make his 
contacts effective and he everlasting- 
ly solicited accounts to make his 
study effective. The other day he 
talked to a group of bankers in Chi- 
cago and every word he said was 
simply glowing with the joy of bank- 
ing as a job of human contacts, ren- 
dered helpful and profitable by hard- 
earned knowledge of your own and 
the other fellow’s business. 

True, he knew what he wanted and 
hustled till he got it, but he also 
knew what his customers needed and 
saw that they were pleased. He 
studied banking hard but he studied 
people harder. He succeeded in a 
large way but his success is being 
duplicated in every worthwhile bank 
in America—and surpassed in sev- 
eral of them. 

No other business or profession on 
earth is so rapidly increasing its de- 
mand for high-priced men and 
women, as American banking. No 
other business or profession is so 
relentlessly forced to seek these men 
among its own ranks. 





No Rails—More Friendly Feeling 
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ELIEVING that customers 

would appreciate more 
ready access to the desks of 
officers, the Merchants Bank of 
Winona, Minn., in remodeling 
its quarters had the railings left 
off so that the desks of the 
officers are practically in the 
lobby as shown in the photo- 
graph. In commenting on this 
departure, S. S. Steffen, presi- 
dent, says: 

“The idea behind the de- 
parture from the old style was 
the fact that, without the rails, 
it makes the officers more ac- 
cessible and leads to a closer 
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are often lasting 
and they must be good 


“The entrance to the Bank 
should be attractive,inviting, 


friendly Only the especially 


| s\ gifted designer can accom- 


mE Ny 


plish such a result. 


Consult us without cost or obligation 


I. D. Lacy 


Company 


Designers and Constructors of Bank Buildings 
1206 SYNDICATE TRUST BLDG. ST.LOUIS,MO. 


SEND FOR OUR BOOKLET “DISTINCTIVE BANK BUILDINGS ‘i 
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and more friendly feeling be- 
tween officers and customers. 

“‘We have been operating in 
the remodeled building for sev- 
eral months and find, from our 
point of view, it is a much more 
satisfactory arrangement than 
the old style and we have had 
any number of complimentary 
remarks from our customers in 
which they state that they feel 
there is no barrier now as there 
formerly was with the old style. 
We are much pleased with the 
arrangement and have no idea 





First Banking Rooms In 
Modernized Style 


In opening their new offices at 100 
South La Salle Street, Chicago, A. G. 
Becker & Co., showed to their clients 
and visitors unique and unusual 
style of banking rooms. For the 
first time in America, a simplified, 
modernized form of Greek architee- 
ture has been adapted to business 
oftices. 

The spacious ground floor entrance 
lobby at the corner of La Salle and 
Monroe Streets demonstrates the ef- 
feectiveness achieved through the 
ultra simplicity of the modern style. 
The walls are Travertine with a 
reeded pilaster treatment of golden 
travis marble, while the base is of 
Belgian black marble. The ceiling 
is of dull silver, with concealed light- 
ing behind the cornice. A mural 
painting, by the celebrated French 
artist, M. Boute de Monvel, of an 
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allegorical representation of Pro- 
gress, will adorn the left wall of the 
lobby. This painting is being com- 
pleted in France, the artist having 
returned to Paris after his recent 
exhibition at the Arts Club in 
Chicago. 

A private elevator ascends to the 
seventh floor, occupied in its entirety 
py A. G. Becker & Co., one-half of 
the space being given over to ex- 
ecutive and private offices and the 
sales department. Here the treat- 
ment illustrates how pleasing and 
practical is the modernized form of 
Greek architecture. The entire ef- 
fect is arrived at by the application 
of two tones of color. Specially de- 
signed lighting fixtures are used, the 
lighting being entirely the indirect 
system and obviating the necessity 
of the use of lamps. The railings 
are bronze with a Belgian black mar- 
ble base. The cages are of Verte An- 
ticoo marble. The convenience and 
comfort of clients have been the pri- 
mary consideration in the design of 
the offices, and the efficiency of the 
layout will contribute to expeditious 
transaction of business. 


Directors’ Influence 
(Continued from page 10) 
cities. As prospects began to come 
in on the blanks from directors, it 
was plain that interest was growing 
and it was not long until new ac- 
counts were opened by prospects 
whom the directors had solicited in- 
dependently. In several eases, di- 
rectors who sent in names of pros- 
pects were interested to the extent 
to ask why their prospects had not 
been called upon the following week 


HE archi- 
tecture of the 
building can ex- 
press rugged 
strength and util- 
ity and yet allow 


no hint of crudity 
to 0 adhe pas- 
ser-by. The First 
Bank and Trust 


Company, Me- 
chanicsburg, Pa. 


American Culture is Growing. 


— are all familiar with the appearance of the modern depart- 
ment store. It’s window displays are beautiful creations; it’s 


merchandise is tactfully arrayed. The goods themselves are boxed 
in attractive packings, and decorously displayed. Mural paintings 
are on the walls. Everywhere is the suggestion of graceful composi- 
tion, of good taste, of well being. 

Today’s store and it’s merchandise are vastly different from the 
stores and merchandise of Centennial days; picture the difference in 
your own mind. The change reflects a revolution in our cultural lives: 

Our fathers of the Centennial days asked only sturdy utility in 
what they bought. Grace and Beauty held no interest for them. 
Today, however, with our increase in wealth and leisure, the inhate 
craving for beauty is manifesting in our people. Demanding the 
same utility values as before, they require beauty in addition. Keen 
merchandisers at the head of our large stores sensed this change some 
years ago and responded by giving their stores a new atmosphere. 

Bankers, more conservative, have been slower to conform. Those 
who investigate, however, find that in banking as in merchandising, 
when Art is present the customer is easier won and held. 


TILGHMAN MOYER COMPANY 


The Design, Construction and Equipment of Bank Buildings 
ARCHITECTS - ENGINEERS 


TILGHMAN Moyer Company, Allentown, Pa. 


Gentlemen: Without obligation, please mail 
me a copy of the tabulated figures on the growth 
of banks. 


Name: 
Address: 


. G. by the bank’s officer, when such was T@ Tilghman need Gupeny ry long 
ents ee attuation studied the public’s reaction to bank build- 


sual ; ings, and has compiled, on several hundred 
the The plan has been in operation for institutions, statistics that reflect the public 
ied several months and is proving to be trend. Such figures give you a trustworthy 

’ one of the effective business getting basis for comparison with your own institution. 


efforts. The plan has no ear-marks — The figures from the current files are avail- 
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of the intensive drive or high-pres- 
sure, competitive campaign but is a 
steady pull for new business of the 
kind that is of a permanent nature. 


Aside from the cooperation re- 
ceived from directors, the plan has 
been well worth while. The business 
resulting from the direct solicitation 
of the bank’s officers is satisfactory. 
Directors have been warmed up ; they 
hot only see their opportunities for 
new business but are kept on their 
toes. They are getting into the 
habit of looking for prospects and 


able to you in compact, tabulated form. The —_———— 


Coupon will bring you a copy by return mail. 


speaking a good word for their bank 
upon every occasion. 

But there is another by-product 
from this plan that we have not 
mentioned. Extra copies of the list 
of weekly calls by the soliciting of- 
ficer and also the weekly letter to 
directors from the cashier or presi- 
dent are given to all employes of the 
bank on the day they are mailed to 
directors. 





“A clerk’s coat and an envelope 


both are first impressions.” — 
PETER HECO 


At a meeting of the Board of Diree- 
tors of The National Bank of the 
Republic of Chicago, Harry R. Drew, 
Charles C. Hall and William H. 
Miller, assistant vice presidents, were 
elected vice presidents of the insti- 
tution. 
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HE new banking rooms now oc- 

eupied by the First National Bank 
of Chicago as reported in the May 
issue of THE BANKERS MONTHLY are 
particularly light, due to the fact 
that the walls are made of white 
marble and the windows are large 
and numerous, and the ceiling is 
high. 

The lobby is unusually spacious 
and many beautiful vistas come into 
view as you move about the bank- 
ing room. These are provided by the 
many beautiful arches which line all 
sides of the main room. 

Wide marble staircases lead to the 
banking floor from the savings de- 
partment which is on the first floor. 

The building is a combination of 
three buildings, the original First 
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Features In This 
Bank Interior 


White marble 
Impressive distances 
Enticing arches 
Liberal lobby space 


High ceiling 





National Bank building, the old 
Fort Dearborn National Bank build- 
ing which adjoined, and a new 
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The Halls Of Fimance 


The First National Bank of Chicago 


The second in a series of pictures showing 
some of the most modern banking rooms 


structure built by the bank in the 
course of its extensive remodeling 
operation in which about $8,000,000 
Was spent. 

The savings department uses an 
entire floor—the street floor—ex- 
tending an entire block, with en- 
trances on two streets. The safe de- 
posit vault is in the basement and 
has plenty of room for expansion. 
The mechanical departments are con- 
venient to the contact departments 
and have plenty of space and pleas- 
ant quarters. There are two sets of 
private elevators connecting the five 
floors used by the bank. 

This lobby has an individuality all 
its own. No one would ever confuse 
it with any other bank. Every bank 
should strive for individuality. 
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The Anniversary 
“Went Over” 


(Continued from page 24) 
congratulate us on our birthday. It 
was to be merely a gesture, not a 
gift. 

We had a special wrapper de- 
signed to carry the mention of our 
own anniversary. Even after the or- 
der was placed we had a qualm or 
two as to whether we had made the 
best selection, but any uncertainty 
we might have felt disappeared with 
alacrity when we saw the enthusiasm 
with which the attractive packages 
were received by our guests. 

As soon as we knew what we had 
to prepare for, our first step was to 
get in touch with every source we 
could discover where we might get 
information concerning early Mil- 
waukee or material which we could 
use in the exhibit. A visit to the 
Old Settlers’ Club brought us the 
realization of what for years had 
been one of our pet ambitioris—we 
found in the librarian there a eus- 
tomer of the original Farmers and 
Millers Bank. We restrained our 
impulse to fall on his neck and con- 
tented ourselves with interviewing 
him on the spot and did our bit to- 
wards immortalizing him with a 
story in our house organ and a large 
advertisement in the papers. He was 
kindness and cooperation personified 
and a never-failing source of first- 
hand information all through the 
weeks of preparation and I’m sure 
our celebration would not have been 
half so suecessful without his help. 


Exhibit Articles From A 
Museum 


The museum loaned us articles, 
and as the news spread that we were 
gathering an early Milwaukee ex- 
hibit, many individuals and collee- 
tors and descendants of early Mil- 
waukee settlers volunteered interest- 
ing contributions. Things came in 
up to the last moment, and even after 
the exhibit was installed. One of the 
most interesting features was a Typ- 
ical Milwaukee Room of the Fifties; 
every piece of furniture displayed 
had actually been used in Milwaukee 
at that time. 

We had one case of documents and 
other articles of interest in connec- 
tion with the old Farmers and Mill- 
ers Bank, but aside from that, the 
articles on display had to do with the 
personal and publie life of Mil- 
Waukee in 1853. On the labels, be- 
sides the names of the various ob- 
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jects, we included some information 
as to how or where or by whom they 
had been used. 

We assembled all the available his- 
tories which told of Milwaukee in the 
50’s, and steeped ourselves in the 
atmosphere of the good old days of 
stage coaches and wild-cat money 
and hoop skirts. We regaled each 


other with excerpts from whatever . 


archives we happened to be reading, 
until often we became so absorbed in 
the fun of the thing that we almost 
forgot we were really wage slaves 
working over-time to grind out copy 
for a mere 75th Anniversary. 

After a week or two of intensive 





Closing 
Time 





and extensive reading and conversa- 
tion, copy began to flow from the 
typewriters, artists began to deliver 
layouts, printers to pull proofs, the 
wheels of the mailing department got 
in motion, and the eve of the big day 
was upon us. 

I won’t describe my feelings that 
evening. By that time I had none. 
We had borrowed costumes from the 
Old Ladies’ Home for the girls who 
were to act as hostesses for the Open 
House, and at the last moment de- 
cided they were hardly partyfied 
enough so we had to rush over to a 
costumers and borrow five new out- 
fits. : 





HEN the busy banker wants to 
concentrate on the odds and 
ends of the day’s work, so as to get an 


early start for home, the golf or yacht 
club, he does not wish to be bothered 
by even his best friends or important 
depositors who might see him in his 


office and expect admittance. 


ATHEY SHADES, besides being a 
beautiful asset to the handsomest office 
or banking room, are instantly adjust- 
able to shade any part of the window. 


Used in the finest modern buildings all 
over America. Ask for catalog. 


ATHEY COMPANY 
6171 W. 65th St., Chicago 


Representatives in all principal 
cities and in Canada 
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Special Features 


ATHEY SHADES are made of 
high-grade coutil, herringbone 
weave, 200 threads to the square 
inch, mercerized and calendered to 
a smooth finish. Resists dirt. Dyed 
in seven non-fading colors to har- 
monize with various office finishes. 
Always the same distance from the 
window. No rollers, latches, catches 
or springs to slip, stick or break. 
In any length and in widths up to 
16 feet. Sunbursts for circle-head, 
segmental or Gothic windows. Also 
operating shades for skylights. 


for 


BANKS 
HOTELS 


OFFICE 
BUILDINGS 


SCHOOLS 
LIBRARIES 


Perennial 


WINDOW SHADES 
and Cloth-Lined 
Weatherstrips 


Etc. 








The cigarette man, after keeping 
his sales foree up all of two nights 
wrapping our order in special souve- 
nir wrappers, had finally delivered 
them. The eandy was safe in the 
store room. The TRIANGLES were 
scheduled to arrive before dawn the 
next morning. At four o’clock, we 
literally dumped the ‘‘makings’’ of 
our exhibit in the lobby and from 
then until midnight pushed and 
pulled and set up and took down 
and admired and criticized each 


other’s efforts, until finally we had 
wrought order out of chaos. The 
exhibit was up, and so far as we 
knew we were ready for the party. 

3esides our newspaper invitations, 
40,000 cards had been mailed and 


distributed in the downtown office 
buildings. As nearly as we can fig- 


ure, about 25,000 people came into 
the bank during the reception, which 
began at 9 and ended as soon after 
4 as possible. They were met at the 
door by demure damsels in costumes 


Safeguarding Collateral 
That Will Not Fit 


Your Vaults 


A manufacturers inventory is frequently the 
best kind of collateral but the bank sees no 
positive way of keeping such security intact or in 
proportion to the unpaid balance of the loan. 


It is this situation for which the Lawrence 
System of field warehousing was specifically 


designed. 


By the creation of a branch public warehouse 
right in the plant of any manufacturer we can 


take custody of any part of his inventory and 


issue you bona fide public warehouse receipts to 
protect you from loss or third party claims. 


Send for a copy of “Lawrence System 
Field Warehousing for Bankers” 


[AWRENCE WAREHOUSE ¢ OM PANY 


A. T. GIBSON, PRESIDENT 


Chicago. . . 29 South La Salle Street Portland... .. . . 403 Hoyt Street 
Philadelphia . Public Ledger Building Seattle. . . . Dexter-Horton Building 
Los Angeles . . W. P. Story Building Oakland ..... . Gibson Terminal 


37 Drumm Street, 


Bankers’ Safety Envelopes 


Heco Envelope Company 
Chicago, Ill. 





San Francisco 








*‘Strange that so many will voyage ‘ 
two thousand miles to get twelve 
miles from the shore.’’— 

PETER HECO 
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of 1853 who dispensed souvenirs and 
TRIANGLES and smiles to all comers. 

By 9 o’clock flowers filled ever, 
available corner of the lobby—officers 
left their desks and spent the day 
greeting customers—pages dashed 
hither and yon keeping the supply 
of souvenirs unbroken—directors 
dropped in to pay their brief respects 
and stayed for hours to watch the 
fun. Lobby officers outdid them. 
selves in handling the crowds hos. 
pitably yet efficiently. Vice presi. 
dents and cashiers and tellers formed 
an emergency reception committee. 
transacting the necessary bank busi- 
ness in between handshakes and how. 
do-you-do’s. 


Not A Single Unpleasant 
Incident 


Unbelievable as it may seem, there 
was not an unpleasant or annoying 
incident to mar the day—and there 
were plenty of amusing and gratify. 
ing ones. One enterprising newsboy, 
we understand, had managed to se. 
cure 10 packages of cigarettes and 
was selling them at a transfer corner 
during the rush hour for 5 cents 
each. But we were not perturbed, 
for we got double publicity on those 
cigarettes and, being optimists, we 
expect to get the 50 cents back in the 
boy’s savings account. 





One old man stayed and stayed, | 
rapt in admiration of the girls in | 
costume—just as they used to dress | 


when he was a boy. 

A printer friend was _ highly 
amused to find in the Typical Room 
an old sofa pillow which he had 
once disposed of for $1.50 and which 
he learned later had brought $100 
as an antique. The matron of the 
Old Ladies’ Home came in to see the 
girls dressed in the costumes she had 
loaned, but fortunately for us did 
not arrive until after the tired hos- 
tesses had been dismissed, so her dis- 
appointment over our last-minute 
substitution was somewhat mitigated, 
we hope. 


S. W. Straus Opens Bank 


Formation of the Straus National f 


Bank and Trust Co. of Chicago is 
announced by officers of that institu: 
tion. The bank oceupied quarters on 
the second floor of the Straus Build 
ing, June 27. S. W. Straus & Co. was 
founded in Chicago in 1882 and be 


came the largest house specializing | 


in the underwriting of real estate 
mortgage bonds. 
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S. W. Straus will be president of 
the new bank; S. J. T. Straus, ex- 
ecutive vice president of S. W. 
Straus & Co., will be vice president. 

John H. Krafft will become vice 
president and cashier as well as ex- 
ecutive officer of the new bank. Mr. | 











S. W. STRAUS | 


President, Straus National Bank 
and Trust Co. of Chicago 





J. R. FRAZER 
V. P. and Trust Officer 


JOHN H. KRAFFT 
V. P. and Cashier 


Krafft joins the Straus bank after | 
a banking experience of 25 years, 
having been associated with the First 
Trust & Savings Bank of Chicago 
and several financial institutions in 
Ohio. At one time he was managing 
director of the Columbus Joint Stock | 
Land Bank. 

J. R. Frazer, vice president and 
trust officer of the Straus Trust Co., 





will be vice president and executive 
trust officer. N. H. Oglesbee, at 
present treasurer of S. W. Straus & 
Co., will be controller of the new 
bank. 
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JOHN POOLE 


Inventor of 

_ “‘Cageless Counters” 

for financial institutions 
and others 


Washington, D. C. 


Do You Know 


- 


how much less floor space they require— 
how much less they cost to build-- 

how much less they cost to maintain— 
how much less electric light is used— 


It is well worth while 


to know the facts about this counter—its 
advantages—its economies—for this is the 
type of counter which an eminent authority 
characterized as “the greatest contribution to 
banking architecture in a hundred years.” 





Send bank statement when 
asking about license fee. 





DIFFUSELITE BLINDS 


Daylight and Ventilation 
Correctly Distributed 


LLUMINATING Engineers have found that they are the 
only scientific method for distributing natural light. No 
sharp lines of demarcation between light and shadow. 
Plentiful ventilation. Handsome in appearance. Substantial 


in construction. 
Send for Catalogue No. 47 


Tue J. G. Wirson CorporaTION 
Morais 8. Tremarne, President 


11 East 38th Street 
Established 1876 


New York City 
Offices in all principal cities 





Be Prepared 


Provide firearms 


Teach marksmanship 


Advertise preparedness 


ROVIDE firearms for every one 

in the bank and have these arms 
located at the most convenient and 
conspicuous points. If this is thor- 
oughly done, the chances are that 
there will never be a need for their 
use for the very presence of firearms 
has a tendency to prevent holdups. 
The holdup man sends his advance 
agent to study your bank. He finds 
out what protection you have and 
reports back. When there is plenty 
of protection, the job is seldom 
pulled. 

Bandits attack banks that are not 
prepared to fight them. 


Teach Marksmanship 


Whether your employes ever have 
occasion to shoot at a bandit or not, 
the teaching of marksmanship is an 
important step in the protection of 
your bank. Here again is good rea- 
son for the bandit to pass your bank 
by. If you have a regular time for 
target practice and let this fact be 
known through local papers and 
especially through announcements 
posted on publie bulletin boards in 
the bank, the advance man will most 
certainly report this to his superior. 


Advertise Preparedness 


It helps your bank in two ways. 
It makes customers feel that their 
money is safer and that they are 
safer when they visit your bank. It 
also serves as a bulletin to prospec- 
tive holdup men. It would be a good 
thing if every bank had a bulletin 
board posted conspicuously near the 
front of the banking room on which 
some sort of notice is always to be 
found that refers one way or another 
to preparedness measures taken by 
the bank. 

Announcements of target practice 


52 


Safeguardin g Your Vaults 


and your losses 
will be small 


Talk protection 


Rearrange cage plan 


Forewarn contact employes 


5 Points On 


Protection 


Whenever strangers are 
seen loitering in the vicin- 
ity of the bank, report the 
case to police or sheriff at 
once. 

*¢ D 


Make a record of auto- 
mobile plates on the cars 
of suspicious strangers. 
Sometimes this information 
will aid in identifying crim- 
inals. 

<¢ D 


Every small town should 
be on its guard against 
gypsies. They seldom ac- 
tually buy anything or 
transact business and ‘they 
are almost always light 
fingered. 


<b 


Guards on the outskirts 
of town are often more 
helpful in the capture of 
bank bandits than those 
closer to the bank. Alarm 
systems to these guards will 
enable them to be prepared 
before the bandits come in 
sight. 


Dd 


Keep the window shades 
up and bank doors actually 
locked at closing time. The 
bad habit of closing blinds 
and leaving the front door 
open to late customers gives 
bandits an opportunity to 
stage a holdup without 
people from outside the 
bank knowing that any- 
thing is going on. 






should always be posted there; mes- 
sages to customers telling of results 
of this target practice, especially if 
the results show good marksmanship; 
information as to the installation of 
new protective equipment; informa- 
tion secured from newspapers of pro- 
tective measures taken by other 
banks ; accounts of holdups that have 
been averted by bank’s protective 
measures with a note showing how 
your bank is prepared to cope with 
desperadoes. 


Talk Protection 


Keep the possibility of holdups 
constantly before your employes, not 
in a way to frighten them, not in a 
way to make them nervous, but in a 
way to make them feel that you and 
they must constantly wateh for op- 
portunities to make your bank safer. 


Rearrange Your Cage Plan 


If your cages are so arranged that 
your employes are all in a bunch or 
all on one side of the bank, make 
some sort of rearrangement to get a 
part of the employes on the other 
side of the bank. The ideal location 
is to have the cages arranged in the 
form of a U and see to it that em- 
ployes are working in all of the cages. 


The Park Ridge State Bank of 
Park Ridge, Il. has an arrangement 
of this sort. The vault with an 
armed officer in attendance is at the 
opposite end of the lobby from the 
entrance. Savings cages are on one 
side and commercial cages on the 
other. There is a baleony above the 
vault on which a sawed off shot gun 
is kept handy and signals are to be 
found there and everywhere at 
points that are convenient for all 


employes. (Continued on page 54) 
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ANNOUNCING 
A New No. 10 Rate Plug-Type 


National Vault Door | 
—AT A PRICE THAT WILL SURPRISE 


A door with conspicuous massiveness and beauty to 
satisfy the increasing demand for a vault door taking 
the lowest insurance rate, without the usual cost 


You won't find these features in any competitive 
door without paying hundreds of dollars extra 
6 Wider clear openings to vault, with 


flat step, giving imperceptible rise 
from banking room into vault. 


7 Yale and Towne combination and 
* time locks as standard equipment. 


5 Polished steel hinges. 


ie Plated finish plates in vestibule. 


3 Compressor system-housings ma- 
* chined from massive castings. This insures permanent service on 


‘ National equipment by the largest 
4 . Three-inch solid ornamented bolts. _ service organization in the country. 


5 Positive gear-type bolt work, oper- 8 Weight, 17,000 Ibs. and up, depend- 


* ating smoothly without effort. * ing upon necessary vestibule depth. 





ESTABLISHED 1883—45 YEARS AGO 


THE NATIONAL SAFE 
AND LocK COMPANY 


| 
| 
! 
| 
! 
GENERAL OFFICES—2345 EAST 69th STREET 
i 
l 
| 
| 
| 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 


PLEASE CHECK (”/) AND MAIL 


The National Safe and Lock Company 
2345 E. 69th St., CLEVELAND, OHIO | 
Gentlemen: | 
O We want complete information on 
your new vault door. 
Also, on the following: 
| 
| 
| 
| 











WORKS—EAST 69th TO 70th ST., AND PENNSYLVANIA R. R. 
CLEVELAND, U. s. A. CO Send 40-Page Booklet 


Bank Vault Doors () Vault Systematizers 


New York Off Chicago Office Los Angeles Office . . «as 
ARCHITECTS BLDG. TOWER BLDG. BALDWIN & BURKE SAFE CO. Daylight Robbery () Mirrored Partitions 
101 Park Ave. 6 N. Michigan Ave. 1800 South Main St. 


SALES ENGINEERS QUICKLY AVAILABLE IN ALL PRINCIPAL CITIES Grille Partitions O Paneled Ceilings 


o 
oO 
0 Vault Linings 0 Chests 
oO 

1 C2 Safe Deposit Boxes ( Vault Lockers ] 
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Forwarn Contact Employes 


Losses at the present time in many 
states are due more to swindle and 
forgery methods than to holdups. 
Employes should be warned against 
such losses constantly. THE BanK- 
rks MONTHLY publishes almost every 
month, accounts of schemes that have 
been used on banks to secure funds 
illegally. These accounts, of which 
a number follow this paragraph, 
should be specially called to the at- 
tention of all tellers. In fact, it 
would be a profitable investment to 
maintain a subseription to THE 
BaNKeERS MONTHLY for each teller 
so that he might have his own copy 


ll 


LSON 


I 








of these and other points he will find 
in each issue that will help him to 
more thoroughly protect your bank. 


Dangerous Strangers Introduced 
By Customers 


While the bank may protect itself 
against fraud by having customers 
endorse checks presented by strangers 
who they introduced, it is not a good 
thing to allow customers to be de- 
frauded. 

One crook recently swindled both 
a customer and a bank in a western 
city by giving an order for mining 
machinery and making a plausible 








BANK CHECKS 
TOO.POINT TO 
GooD 
°e° BANKING e 
e SERVICE e 


Two thirds of the banks in the 
nation’s eight largest banking 
centers now use checks made 
of National Safety Paper. In ad- 
dition, thousands of the better- 


class banks in the smaller cities and towns throughout the country use it. 


National Safety Paper is distinctive, dignified, substantial looking — 


just the kind of check paper a progressive, well-managed bank would use. 


The wavy line characteristic of this paper is recognized as the hall mark 


of safe check paper wherever men deal in money. 


National Safety Paper is protected—on both sides—against either 


chemical or mechanical erasure. It’s an exceptionally durable paper... 


easy to write on . .. and doesn’t smudge. 


Ask your lithographer, stationer or printer to show you samples of 


National Safety Paper. It’s available in any color you prefer. And any 


amount can be supplied promptly. George La Monte & Son, 61 Broad- 


way, New York. 


[gy gg ION gS 


NATIONAL SAFPEHO RARER 


Ty ggg 
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excuse for wanting to cash two fair. 
ly large checks. The machinery com. 
pany eashed one check for him and 
introduced him at the bank which 
cashed the other check. Both checks 
were fraudulent. It might be a good 
idea for a bank to train its customers 
to introduce no strangers in this way 
unless they are absolutely certain 
both as to their identity and re. 
liability. 


Savings—Me Eye! 

(Continued from page 25) 
haps three or four subsequent de- 
posits, and after that only interest 
credits. Moreover, it became in- 
creasingly apparent, as the survey 
proceeded, that the $300 average 
balance obtainable by dividing the 
total number of open accounts into 
the total amount of deposits was an 
absolutely illusory figure. One 
turned hundreds of pages with bal- 
ances under $50 and as low as $2 and 
some cents, to find the $3,000 to 
$50,000 account which created the 
average and the fictitious normal sav- 
ings account. 

‘‘Now I begin to understand,”’ 
thought Bill, ‘‘what’s been the mat- 
ter with the savings advertising of 
this and every bank I’ve ever read 
about. All it ever did was to tell the 
man with some money he didn’t 
know what to do with, what corner 
this bank was on and what interest 
it would pay him on his deposit. It 
never once got under the skin of a 
man with an income and got him 
into the notion of building a eapital 
out of that income on the installment 
plan. It never once sold or tried to 
sell the real use of a savings account. 
It never once competed with its real 
competitor, which is the human 
tendency to put today’s appetite 
ahead of the future’s dream. 

‘*What puzzles me, though, is the 
enormous quantity of two-dollar, 
three-dollar and four-dollar balances 
shown by our books. What possible 
good can it do a man to leave four or 
five quarters in a bank? I'll have to 
ask about this.’’ And he did. The 
tellers told him that when a check 
was presented withdrawing the en- 
tire balance of a savings account, 
they were under instructions to sug- 
gest that it be altered so as to leave 
some small amount on deposit, the 
idea being that the passbook would 
act as a sort of silent magnet to bring 
in additional deposits. 

No one had ever ascertained how 
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often this magnet idea actually pro- 
duced results, but it was regarded 
as a good thing and had been so 
regarded since before the memory of 
any teller Bill consulted on the mat- 
ter. 

When an account was opened, it 
was customary to ask for informa- 
tion as to the depositor’s birthplace, 
maiden name of his mother, and a 
few similar things caleulated to 
assist in establishing his identity in 
ease his withdrawal signature did 
not compare well with his initial 
signature. But no effort had ever 
been made at any time to find out 
why an account was opened, what 
the new depositor expected to do 
with it, what his earnings and family 
situation would make it possible for 
him to set aside, how often he was in 
receipt of income, or any of the 
things that would help in building 
up a logical savings deposit appeal. 


Few Profitable Customers 


It was simply another case of mak- 
ing a bank convenient to its public 
from the location standpoint, advis- 
ing that public of the location, and 
letting the public do the rest. 
Judged by what seemed a represen- 
tative cross-section, 92% of the 
bank’s savings deposits could be 
withdrawn by 4% of its savings de- 
positors. Six thousand of its 10,000 
odd accounts showed simply nominal 
balances and were plainly closed, to 
all intents and purposes. Of those 
remaining, a few were being used as 
checking accounts, another few as 
reserve accounts for large amounts, 
and a small, a very small number were 
being used as savings accounts should 
be used—to receive regular, period- 
ical deposits of the surplus funds of 
salaried people. Here was a prob- 
lem indeed—a problem that did not 
differ from the one presented by the 
checking department, but a problem 
that called for mass analysis of the 
small units to a far greater extent. 

‘‘It’s no use asking Mr. Moderwell 
to put 15 or 16 clerks at my service 
for this analysis work,’’ said Bill to 
himself, tugging at his hair, which 
had always called forth uncompli- 
mentary comparisons with the coat 
of an airedale dog. ‘‘I’ve got to for- 
get all the theories I ever had about 
myself as an announcer and mouth- 
piece for a great, silent, efficient 
bank. I’ve got to find out what no- 
body in this bank knows about. And 
until I know the facets, I’ll be a fool 
to make any recommendations. ’’ 





So, for the next three months, Bill 
Wilson put into effect an unan- 
nounced resignation from the posi- 
tion of advertising manager of the 
Gibraltar National Bank and _ be- 
came simply a painstaking clerk, 
checking endless reams of figures, 
producing yard upon yard of add- 
ing-machine spirals, figuring av- 
erages, meaningless to everyone but 
himself, on bloék after block of 
manilla paper. 

It was the vacation season and the 
officers were either away, busy get- 
ting away, busy at tending to mat- 
ters awaiting them on their return, 
or busy filling in for other officers 


who were absent. 

The mills of the gods ground slowly 
and before the president, newly re- 
turned from Europe, had a chance 
to wonder what the new advertising 
man was up to these days, Bill Wil- 
son was at his desk with what 
amounted to a recommendation that 
he, the president of the Gibraltar 
National Bank should resign his 
position in favor of a man who knew 
something about it. 


A warehouseman is a banker who 
accepts deposits of goods instead of 
money. 


Offers a Complete New Plan for 
Safe Deposit Vault Operation 


This new plan is the only plan available today 
that will give full protection against — 


“M ysterious Disappearance” Losses 


The Plan provides— 


Proper locks 


A new key protection 

A system of records 

A simple method of operation 
Mechanical coupon-booth pro- 


tection. 


No Judge or Jury could doubt the 


overwhelming evidence that this 
new plan will enable you to 


present. 


The time to investigate this new 
Protection is NOW, before your 
vault specifications are written. 


Send for detailed information of this plan 


The Yale & Towne Mfg. Co., Stamford, Conn., U. S. A. 


YALE MARKED IS YALE MADE 
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Fourth District 
Collections 


are a specialty with The 
Midland Bank. 


We invite your trial of our 
service on items orig- 
inating or terminating in 
this territory. 


MIDLAND 
BANK 


WILLIAMSON BUILDING 
CLEVELAND, OHIO 



















































JOHN HANCOCK SERIES 


It will help 
up financiall 


pees 


ANY households are still trying to 

pull themselves up financially by 

their own boot straps, with the usual result 
—no gain in altitude. 

The safe and sane method to advance 
is to climb aboard a household budget. 
It is the start of a journey which you 
want to make. 

We have sent thousands of our budget 
sheets to thoughtful American husbands 
and wives who are on their way to a more 
secure and happier method of living. 

We shall be glad to send you, without 
charge, the John Hancock Budget Sheet. 
It will help you whether you already have 
an accounting system or not. 


Lire INSURANCE CoM 


OF BOSTON, MASSACHUSETTS 
Inquiry Bureau 
197 Clarendon Street Boston, Mass. 


Please send me FREE your Home Budget 
Sheet. I enclose 2c to cover postage. 


SIXTY-FIFTH YEAR OF BUSINESS 











August Bank Windows 


Three pages from the idea book 
of a bank window display man 


By ARTHUR L. BOWEN 


Window Decorator, State Bank of Chicago 


A® GUST is looked upon by many 
as an month.’’ The usual 


decline in business in many lines re- 


flects itself in the bank’s figures. 
Especially is this true in the travel 


| department and other highly spe- 
| cialized divisions of a bank. 
| ever, for the 


How- 
travel department, 
August is a month in which a great 
deal of preparative work can be ac- 


| complished, in anticipation of early 


fall and winter business. Especially 
is this true in regard to the use and 


| application of display window work. 


Several thoughts mind 
as to the most 
desirable 
phases of 
departmental 
activities to 
feature in 


come to 





it is some- 
what late in 
the season to 
emphasize 
saving for 


very fact that | te pcerare ( — 


Three Distinct Types 


One depends upon highly decorative fea- 
tures, one attracts by motion, and the 
third uses the cartoon to get attention. 


suaded through clever safety vault 
displays to take advantage of your 
safety vault facilities to protect their 
valuables (silverware, ete.) while 
away from home—on vacation or 
otherwise travelling. 

Possibly the three ideas for August 
displays taken from my sketch book 
will prove desirable because of ele- 


ments entering into them, making 
them peculiarly apropos to this 
month. They were taken from a 


number submitted by the McAleer 


Poster Studio of Chicago. 


A Lesson 
From The 
Bee 


Number 






° ~~ 
bank win- The one has been 
dows. The bee gaten | [In bime of plenty used, and be- 
> ° oney an > 
| first is, be- Saves ad BE ee tem fer went cause of the 
” . » } pms oer y | uu ~ os 
eause of the Fret a floral motif 


afforded plen- 
ty of summer 
color. There 
are several 
ways of treat- 
ing such a 





‘vacation’’,it 
will be well 
to play up 
the idea of 
starting at 
this time a 
fund for next 
year’s vaca- 
tion trip. 
Such displays 
can often be 
so planned 
that they 
have inecor- 
porated with- 
in them 
‘Travel De- 
partment”’ 

propaganda. ——_\Vir 


Late vaca- fel lhem 


tionists can 





get acquainted 


at this friendly bank ~—~a 


display. As 
shown, it con- 
sists of four 
units—center 
wallboard 
eut-out, two 


copy panels 
and a caption 
strip placed 


over the cen- 
ter piece. A 
second man- 
ner of con- 
structing this 
exhibit is to 
incorporate 
the center 
piece in the 
center design, 
making the 
two panels 


= 





still be per- 
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separate. 


Courtesy, McAl er Poster Service 
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A third idea is to make the whole 
thing in one piece. In doing this, 
however, I would caution you not 
to allow it to be made too large, for 
nothing is so miserable as an un- 
wieldy display (from the standpoint 
of transportation and _ installation. 
A splendid opportunity presents it- 
self in this problem to capitalize on 
the tendency to favor ‘‘art mod- 
ern,’’ particularly in the handling 
of the bank of flowers. 

A fourth suggestion involves more 
t work, but would make a fine appear- 
r | ance. That is to have as much as 
is practical of the exhibit made in 
‘‘applique’’—for example, the large 
center flower superimposed on the 
flat surface of the background, with 
the edge showing the thickness of the 
material it is cut from, painted in a 





k ' complementary color. Several of th 
re El flowers should be treated in a simi- 
5 lar way in order to secure a_bal- 
s | anced effect. The bumble bee should 
a be particularly well worked up in 
r the same way. The floor might be 
eovered with artificial grass mat- 
ting. Copy similar to the following 
ought to be used on the placards : 
Center Card: 
‘*In time of plenty 
Prepare for want.”’ 
r Panel No. 1: 
n The bee gathers honey and 
oF saves it. 
e Nature has ordained in the 
f bee a common instinct to 
\- prepare for times of want. 
r Panel No. 2: 
e Man is blessed with the 
1 power to appreciate the 
t- value of saving - - - - he 
a saves with the reason to 
§ live better to be more inde- 
1- pendent. 
r $1.00 opens a Savings Ac- 
T count. 
: The Dutch Windmill Supplies 
Is An Appeal 
n While the second exhibit, might be 
d made in flat wallboard cut-outs, it 
1- can be made very realistic and 
A motion can, without a great deal of 
"" work, be used too. The motion 
i- would, of eourse, be the revolving 
s of the windmill arms. 
0 Around the base of the mill can 
e be arranged in an ‘‘accidental on 
r purpose’’ manner, stones of a size in 
e proportion to the mill. A _ light 
1, might be made to appear through 
e the window. A grass mat would be 
$ a desirable floor covering in this in- 


Stance, the same as in idea No. 1. 


Copy Suitable For A 
Windmill Display 
Copy suggested is as follows: 

One Piece Caption: 

**Save for Save-ty.’’ 

Panel No. 1: 

Let the Winds of Chance 
blow as they may. 

Panel No. 2: 

Your Savings Account will 
keep grinding away. 

‘our Arms of Mill: 





Independence—C ash Re- 
serve—Peace of Mind— 
Thrift. 

(Note) Caution your lettering 


man so to letter the words that thev 
appear in the proper position to be 
read as the mill operates. 








A Cartoon Window 

Idea 3 is simply a suggestion of- 
fered to the prospective savings de- 
partment customer. It is a one piece 
wallboard cut-out. If worked up 
correctly, it can be made very at- 
tractive. Such a piece used as a 
background would serve to attract 
attention to an array of bank books 
—home or pocket saving banks or 
other items relative to this depart- 
ment. I suggest that a strip of good 
quality plush or sateen be used to 
drape the floor of the window around 
ends and along the front of the eut- 
out. If your window floor is at all 
presentable, then do not attempt to 
cover the whole area. : 











S & G Locks 
Guard 
Williamsburg’s 
Savings... 


The customers of the new 
Williamsburg Savings Bank of 
Brooklyn will be protected be- 
yond the remotest possibility of 
danger. For Sargent & Greenleaf 
Time, Combination and Secret 
Sealed Key Safe Deposit Locks 
will guard their savings, their 
securities and their valuables. 





Halsey McCormack & Helmer 
Architects and Vault Engineers 


A Safe Deposit Lock that is Completely Safe! 


Once installed, the S&G Secret Sealed Key Safe Deposit Lock need never be 
removed. Its keys come in a tamper-proof envelope; their blades are sheathed 
in impression-proof metal scabbards. The renter, under the vault manager’s 
supervision, sets his own lock to the key he selects. The receipt card he signs 
is incontrovertible court evidence that his keys bore no identification marks 
when he received them, and that he was first to touch them. NOTE: This S&C 
Lock fulfills in every particular the requirements of the recent resolution of the 
New Jersey State Safe Deposit Association. Investigate—coupon below. 


Sargent « Greenleaf Inc. 


ROCHESTER 
















Please send mea 
working model 
of the S&G Se- 
cret Sealed Key 
Safe Deposit Lock. 


Good bank 
locks for Main 
Vault Doors, 
Cashiers Lock- 
ers, Tellers’ 
Wickets and 
Cages. 


LLLELELLLEL 





Name 


Address 





NEW YORK 


Good bank 
locks for 
Vault Day 
Gates, Emerg- 
ency Doors, 


Safe Deposit 
Boxes, rile 
Gates. 













City. 
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What Bankers Can Do For 
The Coal Industry 


The monthly magazine Steam Coal 
Fuyer publishes an article on ‘‘In- 
fluence of Bankers’’ from which the 
following interesting quotation is 
made: 

‘*H. L. Richardson, vice president 
of the West Kentucky Coal Co., 
operating 22 mines with a daily ecapa- 
city of 20,000 tons of coal, believes 
that cooperation by the bankers with 
the coal industry would be more 
helpful than any possible regulation 
by other agencies. 

‘*Tf the large bankers who are in- 
terested in the major financing of 


larger coal companies would inves- 
tigate costs of production and sales 
prices, Mr. Richardson believes that 
they would insist on higher asking 
prices for coal in many instances, 
even if it meant curtailed running 
time. 


‘‘In the same way, if the major 
banks would, in turn, pass the idea 
on to their correspondent banks in 
the smaller cities, and they, in turn. 
to their correspondent banks in the 
small towns, it is obvious that most 
coal companies would pay respectful 
attention to whatever reasonable re- 
quests the banks might make. 


‘‘As Mr. Richardson points out, 


Experience and Resources 
—Essentials of Stability— 


ss each of these vital factors The Bank 


of America occupies an important posi- 


tion, as shown by its broad background of 
nearly three quarters of a century and its 
resources of over thirty-seven million. 


These important qualifications augment 
the wide facilities this Bank places at the 
disposal of its customers. 


We Invite Your Business 


THE BANK OF AMERICA 


Founded 1855 


CHICAGO, ILLINOIS 


Resources Over 37 Million 
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no drastic or unusual action need be 
taken, but in many instances a eon. 
ference between a producing com. 
pany and its financial institution 
would be a material benefit in eur. 
tailing production sufficiently to 
materially improve the present dis. 
tress level of coal prices that exist 
throughout practically the entire 
eountry.”’ 


Importance Of Exports 


Writing in a recent issue of 
Nation’s Business, A. S. Hillyer, 
chief of the commercial intelligence 
division of the U. 8. Department of 
Commerce, says in part as follows: 

*‘The principal trouble with our 
foreign commerce appears to be that 
far too many American manufae- 
turers consider exporting in the 
nature of a spare tire. They give 
the subject little thought as long as 
everything is fair motoring in their 
domestic affairs. 

**But let a little deflation take 
place, and they immediately begin 
to think about putting on the spare 
for a quick trip to the greener, dis- 
tant, foreign fields. Then, too fre- 
quently, they find that the old tire 
has been patched by inexperienced 
hands, and that it is not only a 
menace to themselves but a_hind- 
rance to all their American friends 
who are traveling the commercial 
highways. 

**T look for the time when our 
important trade associations in all 
industries will have strongly financed 
and organized export divisions for 
the purpose of cooperating with the 
national body. 

*‘And I am convineed that the 
time cannot come too soon for the 
protection and security of the 
country’s all-important foreign com- 
meree.’’ 


International Finance Source Book 


The Investment Bankers Associa- 
tion of America through its eduea- 
tional committee, has just issued a 
book which is a bibliography of gov- 
ernment and other publications of 
foreign countries through which in- 
formation may be gained pertaining 
directly to foreign securities. This 
will undoubtedly prove to be a val- 
uable reference work for bond de- 
partments of banks, security houses, 
and investors who want to go into de- 
tail in looking up foreign issues. 
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The book may be secured by writing 
to the Investment Bankers Associa- 
tion of America, Chicago, Ill. Price 
$1.00 


New Moody Manual on Banks, 
Insurance and Finance 
“Expanding investment interest 
in the securities of banks, insurance 
companies, investment trusts, finance 
and eredit companies and real estate 





JOSEPH E. OTIS 


President, Central Trust Co. 
of Illinois, Chicago 


companies is perhaps the most note- 
worthy development of recent finan- 
cial history’’ says Mr. John Moody, 
president of Moody’s Investor’s 
Service, in announcing Moody’s New 
Manual on Banks, Insurance, and 
Finance. 

‘It is interesting,’’ he goes on to 
say “‘to look back over the past 25 
years and follow step by step the 
broadening interest in investment 
securities. First there was the old 
stand-by investments, in railroad se- 
eurities. Then followed the period 
of expansion in industrial corpora- 
tions and later in all types of publie 
service corporations. The war and 
post war period saw phenomenal in- 
crease in the flotation of foreign se- 
curities both corporation and govern- 
mental issues in the American mar- 
kets. Finally the past few years 
have witnessed the greatest public 
participation in the securities of 
banks, insurance companies and 
financial companies of all types. 
Added to this has been the multipli- 
cation of investment trusts to the 
point where it has become absolutely 
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Increasing your Bank’s 


Prestig . 


It is not necessary to maintain an 
expensive bond department of your 
own to render a worthwhile invest- 
ment service. By offering bonds 
recommended by The National City 
Company you give your depositors 
all the benefits of National City 


world-wide investment contact and 





knowledge of bonds and bond mar- 
kets. Thus you build up the pres- 


tige of your own institution. 


Our special Bankers’ List will 
help you develop a profitable bond 
business without tying up your 
bank’s own funds. We will send it 





regularly upon request. 


The National City Company 
National City Bank Building, New York 

Offices in more than 50 leading cities throughout the world 

BONDS + 


SHORT TERM NOTES * 





ACCEPTANCES 





THE BANK OF ITALY NATIONAL TRUST & SAVINGS 
ASSOCIATION with head offices in 
SAN FRANCISCO, CAL. 


BANK OF AMERICA NATIONAL ASSOCIATION, NEW YORK 
BANCITALY CORPORATION and the 
BANKAMERIC CORPORATION 


Announce the opening of a joint agency in Chicago 
at 208 South LaSalle Street under the supervision 
of Arthur A. Wilson, vice president, Bank of Italy 
National Trust & Savings Association, and Joseph 
F. Govan, vice president, Bancitaly Corporation. 











essential to have available a source 
of reference for the fullest informa- 
tion on such institutions.”’ 

The book is published by Moody’s 
Investors Service, 35 Nassau St., 
New York City., price $25 including 
monthly supplements. 


Make ’Em Laugh 


A man in a small town drove out 
into the country one day and left 
an order with a farmer for a dozen 
chickens. The next day the farmer 
made the delivery but being in a 


hurry, he turned the chickens loose 
on the front lawn. Naturally they 
scattered all over the neighborhood 
and the buyer had a hard time 
rounding them up. The next day 
he called the farmer and said, ‘‘ That 
was no way to deliver those chickens 
T ordered. I had to chase them all 
Gver town and all I could find wes 
eleven.’’ ‘‘Is that so,’’ said the 
farmer. ‘‘Wetl I think you did 
pretty well. I only delivered six.’’ 

This is typical of one of the 
dozens of jokes to be found in a 
book entitled ‘‘Make ’Em Laugh’’ 














Che Riggs National Bank 


OF WASHINGTON, D. C. 





Correspondence invited 


for nearly a century, has been the leading bank 


in the Nation’s Capital. 
conversant with the functions of the Government 
Departments and their relationship to the busi- 


ness world, and its banking facilities embrace 


Its staff is thoroughly 








every phase of commercial and trust service. 


Resources $50,000,000 











SHORT TERM 





INVESTMENTS FOR BANKS 


Our short. term obligations have 
been_ purchased by more than, six 
thousand banks in the, United States. 


GENERAL MOTORS 
ACCEPTANCE CORPORATION 


Executive Office * BROADWAY at 57 TH ST. » New York City 
Capital, Surplus & Undivided 


Profits 


Statement Envelopes 


Heco Envelope Company 
Chicago 


$52,156,000 


“The devotee of cut prices visits 
often the tomb of the Profits.”— 
PETER HECO 
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by Charles N. Lurie, published by 
G. P. Putnam’s Sons, New York 
City. It is designed especially for 
those who make after-dinner talks 
and speeches, and jokes and stories 
may be found on almost any subject 
by referring to the index. 


How To Organize A Business 
Extension Department 


A comprehensive outline of the 
work of business extension for banks 
is provided in this book by E. Banks 
Ansley, vice president and cashier 
of the Brotherhood National Bank 
of San Francisco, Calif. The ty- 
pography of the book is particularly 
pleasing. It is published by the 
Coast Banker Publishing Co. of San 
Franeisco. The price is $2.50. 


Teller Rewarded By Customer 
In Will 

A Philadelphia bank reports that 
one of its tellers recently received a 
bequest of $200 in the will of one of 
the bank’s depositors. The teller 
had waited upon the customer but 
had never been acquainted with him 
in any other way. The bequest was 
due entirely to the satisfaction the 
eustomer had in dealing with this 
particular employe. 





Tell about your service—everlast- 
ingly. 


Most savings accounts are opened 
as the result of an impulse. Adver- 
tisments should therefore create a 
strong impulse. 


Guardian Associated With Ford 
Sales Plan 


The early part of May the news 
tickers and newspapers fiashed the 
announcement that the Ford Motor 
Co. had arranged for the formation 
of a eredit company to cooperate 
with Ford dealers in handling time 
payment sales on Ford ears. 

While these early advices in- 
timated that Detroit banking inter- 
ests were connected with this new 
plan, it was only recently that Edsel 
Ford announced that the name of 
the financing organization was to be 
the Universal Credit Corporation and 
that Ernest Kanzler, formerly vice 
president of the Ford Motor Co., and 
now executive vice president of the 
Guardian Detroit Bank, would head 
the credit company. 
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An announcement of the opening 
of the credit corporation’s first 
pranch, which is located in Detroit, 
shows that Robert O. Lord, president 
of the Guardian Bank, is also a diree- 
tor, and shows the initial capital 
structure to be $11,500,000. G. H. 
Zimmerman, shown as vice president 
of the credit company, was formerly 
vice president of the Commercial 
Credit Co. of Baltimore. The sec- 
retary-treasurer, B. J. Craig, is see- 
retary of the Ford Motor Co. Other 
directors are C. B. Longley, H. L. 
Moekle, F. L. Rockelman, and A. M. 
Wibel, all executives of the Ford 
Motor organization. 

Mr. Kanzler and his associates 
have been busy for a number of 
months with the preliminary work 
necessary to get an organization of 
this size and character into operat- 
ing shape. Following the opening 
of the Detroit branch, other offices of 
the credit company will be opened 
in Kansas City, Atlanta, and New 
York City within the next few 
months, and in about 30 other Ford 
sales territories as rapidly as pos- 
sible. 

The outstanding features of this 
exclusive Ford financing plan are 
that the purchaser pays a lower 
finance charge than heretofore avail- 
able nationally that insurance is 
written by one of the strongest 
American companies and that the 
dealer is given protective features 
and service to a greater degree than 
is ordinarily the ease. 


Airplane Construction 
Securities 

(Continued from page 26) 
ean look back upon nearly 25 years 
of experience. And this has allowed 
ample time for definitely established 
practices, prejudices, and _ prefer- 
ences to come into existence. All of 
these must be reckoned with. 


Aviation A Business With 
Possibilities 


From the comments which have 
been made, perhaps the casual reader 
may have obtained the impression 
that aviation represents an unusually 
hazardous investment. While this 
was certainly true a few years ago, 
it cannot be said with accuracy to- 
day. Both airplane and engine con- 
struction, and airplane operation, 
have become recognized industries to- 
day and the risks involved are little, 
if any, greater than those encoun- 
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Offering Safeguards s 
to Protect Holdings ~ 


“Service after the Sale” is a principle which 
dominates the entire Organization of A. C. 
ALLYN anp COMPANY. Our interest 
extends beyond the mere sale of securities 
to the more constructive side of investing— 
namely, the constant supervision of invest- 


KY ment accounts, through which the most prof- (3) 
(2) itable return is achieved on invested funds. (3) 
KY , Our Department of Economics and Surveys 3) 
CY is especially well equipped to check periodi- S) 
Y cally the holdings of banks and individuals, “od 
eh to supply investment counsel to banks and Se 
@) corporations which invest their reserves in 23) 

uy bonds, or to give merchants and manufac- (@) 
@) turers independent surveys of their specific MS 

industries. 


We invite you to engage the facilities of 


3 Our new booklet,"A Valuable KS 
ey) Aid to Banks and Investors” (3) 
, 3) | will be sent free on request.  - () 
=~ Ask for BA-5. ° 


AC.ALLYN*° COMPANY 


Incorporated 
Investment Securities 


67 West Monroe Street, Chicago 


PHILADELPHIA 
MILWAUKEE ST.LOUIS MINNEAPOLIS SAN FRANCISCO 
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tered in the manufacture of other 
products where keen competition 
exists. 

On the other hand, aviation is still 
new enough to make the average in- 
vestor nervous and this nervousness 
results in greater returns for the 
more courageous who enter the field. 
The farseeing business man who can 
afford to invest part of his funds in 
a business combining fair risk with 
good promise of returns and tremen- 
dous speculative possibilities, will do 
well to give a thought to aviation. 

Only one word of advice seems 
really necessary: Make the invest- 
ment with the same caution as you 
would an investment in any other 
field. In examining aviation invest- 


ments, the same rule applies as holds 
in every other field of business: 
Nothing takes the place of expe- 
rience. If the investigator personally 
eannot supply this experience he 
should depend upon the counsel of 
those who ean. 

If some of the foregoing remarks 
seem pessimistic, perhaps it might be 
well to say that, on the whole, the 
aviation industry has attracted a 
very fine class of business men. They 
are of the type referred to as ‘‘clean 
eut’’ and ‘‘above board”’ in busi- 
ness dealings. The few shysters and 
unscrupulous ones who have nat- 
urally found their way into this field 
really constitute only a very small 
part of the whole industry. 
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Bank of Italy Chicago Office 


The Bank of Italy National Trust 
and Savings <Assn., the Bancitaly 
Corporation, the Bank of Ameriea 
of New York and the Bankameric 
Corporation have selected Chicago 
as the logical central west location 
for the establishment of joint offices 
to handle the interests of those cor- 
porations. These offices are in Room 
960 of the Continental National Bank 
Building. 


The operations of the allied insti- 
tutions in Chicago have been placed 
in charge of men of long experience 
and training. Arthur A. Wilson is 
looking after the interests of the 
Bank of Italy and the Bank of 


America of New York in the Chicago 
territory, and Joseph F. Govan rep- 
resents the Bancitaly Corporation, 
having charge of the security end of 
that corporation in the Middle West. 

Mr. Wilson commenced his bank- 
ing career 29 years ago with the 


Canadian Bank of Commerce in 
Toronto. He was subsequently with 
that bank in London, New York, 
Montreal and San Francisco, joining 
the Bank of Italy in 1922. Mr. 
Govan is well known along Chicago's 
‘*Wall Street.’’ He was associated 
with Halsey, Stuart and Co. here for 
many years, leaving Chicago in 1926 
to become the Pacific Coast represen- 
tative of that firm, with headquar- 
ters in San Francisco. 








Constant growth over 
a long period of years 
is the surest criterion 
of the integrity of a 
company and the 
worth of its product. 


Chemical’s product 
in its 104 years of 
constant growth 
has been true help 
to its depositors. 


THE 


CHEMICAL 


NATIONAL 


BANK 


OF NEW YORK 
FOUNDED 184 
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Penn National Celebrates 
100th Anniversary 


‘*These colonies are, and of right 
ought to be, free and independent 
States.’’ The historic phrase has 
gone ringing around the world ever 
since it was written into the Deelara- 
tion of Independence by the immor- 
ta] Jefferson in the lodgings he then 




















































This plate is mounted on the building of 
the Penn National Bank in Philadelphia to 
indicate its historical location. 


occupied at the southwest corner of 
Seventh and Market Streets. And 
the Penn National Bank rounds out 
the hundredth anniversary of its 
founding not unmindful of the faet 
that it is oceupying the site where 
world history was made and where 
the present students, directors and 
dealers in finance can be inspired 
with the proud heritage which is 
theirs. 

A tablet on the building com- 
memorates the historic fact and es- 
tablishes the site for all time. Jef- 
ferson arrived there in May, 1776, 
and in the large second-story apart- 
ment which he used as his sitting 
room he drafted the paper which 
was to have an effect that has not yet 
ceased reechoing throughout the 
world. 

Chronologically stated, ‘The 
tank of Penn Township in the Dis- 
trict of Spring Garden’’ held its 
first directors meeting May 13, 1828. 
when the president’s salary was set 
at $600 per annum and the cashier 
was rewarded with an annual salary 
of $1200! Some shrewd forefathers 
were keen to ‘‘Get in on the ground 
floor’’ for the ‘‘good thing’’ of to 
morrow for such was the rush to 
subseribe that it was resolved ‘‘not 
to receive money for stock from any 
one who shall come to the window 
over the head of, or on the shoulders 
of, persons who may be standing 
under the same!”’ 
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By April 2, 1833, the bank had 
grown to such an extent that an 
application to Harrisburg was made 
for a re-charter. The appointment 
of a Committee to inquire into the 
eost of ten iron chests was neces- 
sitated a few months later, while an- 
other five years elapsed before eas 
for illuminating purposes was offi- 
cially authorized for the bank’s use. 
In the presence of today’s modern 
mammoths of steel and conerete with 
electrical operations, to say nothing 
of illumination, there is food for 
thought and perhaps cogitation on 
future developments. : 

The battle for the laying of rail- 
road tracks and the running of trains 
by the Pennsylvania Railroad Co. 
are a part of the bank’s history, and 
a dark day when the valuables of 


MELVILLE G. BAKER 


President, Penn National Bank, 
Philadelphia 


the bank were removed to New York 
“Because the Confederate Army was 
threatening the Susquehanna River”’ 
was recorded. 

And barely was the name of the 
bank changed to its present form and 
chartered as a National Bank when 
the building was illuminated to cele- 
brate the ending of the Civil War 
only to be almost immediately closed 
in respect to the assassinated Presi- 
dent—Abraham Lincoln. 


Buffalo Bank Encourages 
Employe Ownership 


The board of directors of the 
Manufacturers and Traders-Peoples 


Trust Co. of Buffalo recently adopted 
a stock aequisition plan for the ben- 
efit of the employes. The board also 
authorized a special meeting of the 
stockholders to vote on a proposition 
to inerease the stock of the bank in 
order to have a supply of the stock 
available to carry out the stock ae- 
quisition plan and also to have a 
supply for the purpose of further 
interesting customers and _ prospee- 
tive customers in the stock of the 
bank. 


The Harvard Trust Company, 
Cambridge, Mass. has adopted the 
slogan ‘‘A Worry-Saving Service”’ 
for its safe-keeping account business. 


Mutual Banks Elect President 


The election of Austin MeLanahan 
as president of the National Associa- 
tion of Mutual Savings Banks con- 
fers another honor on a man who has 
risen rapidly to high positions in two 
of the oldest banks in the country. 
Besides being president of the Sav- 
ings Bank of Baltimore, the largest 


* . . . . . 
mutual savings institution in the 


State of Maryland, Mr. MeLanahan 
is a member of the old and well- 
known banking firm of Alexander 
Brown & Sons of Baltimore. He is 
also noted as an authority on invest- 
ments, particularly public utility 
securities. 
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New home of the State 
Bank of Chicago—La 
Salle and Monroe Streets. 


Correspondent Business 
Simplified 


The advantages gained by routing all your 
transactions through one institution which 
possesses the well rounded facilities and long 
experience necessary to facilitate correspondent 
business are readily apparent to bank executives. 
In this connection, the State Bank of Chicago 
places at your disposal the complete financial 
services of its new home, and its forty-nine 
years of banking experience in Chicago. 


Henry A. HauGan Leroy A. Gopparp 
Chairman Board of Directors Chairman Executive Committee 


Oscar H. Haucan 
Vice Chairman of the Board 


State Bank. 
of Chicago 


A Trust Company 
LA SALLE AND MONROE STREETS 
Member Federal Reserve System 


CaPpitTAL, Surptus AND Unpivipep Prorits Over $13,000,000 
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World Sales. require 
World Finance 


Boston drug house owns 800 drug 


VULLY 90% of the motion pic- 
tures exported are produced in 
the United States. The total value 
of 1926 motion picture exports was 
$16,000,000. 

In automobiles, we are almost as 
important a leader, exporting 85% 
of the automobiles entering foreign 
commerce, with a valuation of $320,- 
000,000. Petroleum and its pro- 
ducts run up to $556,000,000 in value 
and this is 70% of these products 
that enter into foreign trade. Next 
comes shoe exports, amounting to 
65% of the shoes exported by all 
countries. 

Then there are agricultural pro- 
ducts totaling 60%; metal, except 
iron and steel, totaling 55%, steel 
totaling 52%, and lead totaling 40%. 
Besides this, there are 25 other pro- 
ducts with exports from the United 
States valued at a million dollars or 
over. So, you see the importance of 
America’s world market. 

But, not only does the United 
States produce for the world; but it 
also finances world enterprise and 
actually conducts and owns mer- 
chandising establishments in many 
ether countries. For example, a 


stores in Great Britain. Berlin and 
London each have American five and 
ten cent stores. There are branch 
factories in foreign countries of 
American chemical concerns, auto- 
mobile manufacturers, and so on. 


Foreign Countries Buy All 
Sorts of Specialties 


American specialty salesmen are 
finding a demand in some of the most 
unfamiliar locations. Typewriters 
and cosmetics, sewing machines and 
locomotives, typesetting machines 
and cash registers, all find a prom- 
inent demand in many foreign coun- 
Even some of the smaller pro- 
ducers manufacturing non-competi- 
tive specialties, find the foreign field 
particularly attractive. 

Probably one of the reasons why 
America’s foreign trade has devel- 
oped so splendidly is that the Fed- 
eral government has provided Amer- 
ican business men through the De- 
partment of Commerce, with the in- 
formation and help they need. 

If any of your customers are look- 
ing for a market for any sort of pro- 


tries. 


America sells to all the 
world. America has op. 
portunity to finance many 
foreign enterprises. lj 
bankers should be familiar 
with such facts as are pre. 
sented in this ‘Overseas 
Finance Department” 
each month. 


e 


This shows the turning basin of 
the Houston Ship Canal, one of 
the busiest canals in which com- 
modities are loaded for export. 


duct, all you need to do to help them 
is to write to the Department of 
Commerce, Washington, D. C. and 
ask for the desired information. The 
department has business agents in all 
important centers of the world, and 
if it does not have the information 
needed on file, it will get it by cable. 

It is quite easy to understand why 
America has opportunity to do se 
much foreign financing when you 
realize that we are selling to so many 
foreign corporations that need finan- 
cial help. For example, two Ameri- 
can corporations, the General Elee- 
tric Co. and the Westinghouse Elee- 
trie Co. dominate the electrical 
equipment supply of the world. It 
is quite natural that knowledge of 
financing for the purchase of elec- 
trical equipment should become 
quickly available to American seeur- 
ity houses. It is also quite natural 
that this information should be quite 
accurate and based upon American 
standards. 

All of this foreign contact is in- 
creasing. In fact, some of our Amer- 
ican industries have come to believe 
that they must depend quite largely 
upon foreign sales for future growth. 








64 Readers will confer a favor by mentioning THE JULY, 1928 BANKERS MONTHLY when writing to our advertisers 





eee 











T1 
In 


Cow 
sin, 
of t 
cour 
bort 
sam 
bort 
fron 
32 f 
thre 
8 he 
T 
elim 
The 
ame 
larg 
ser’ 
The 
ban 
T 
low 
The 
ban 
ing 
up 
lon; 
as 


dor 


0) 





the 
Op- 
any 
All 
liar 
pre- 
Seas 
nt”’ 





in of 
ne of 
com- 
port. 


hem 
t of 
and 
The 
n all 
and 
ition 
able. 
why 
0 SO 
you 
nany 
nan- 
neri- 
Elee- 
Elee- 
rical 

It 
re of 
elee- 
come 
ecur- 
tural 
quite 
rican 


s in- 
-mer- 
lieve 
rgely 
wth. 





Twenty Per Cent Duplicators 


In an investigation made by the Brown 
County Bankers Association of Wiscon- 
sin, it was discovered that 20 per cent 
of the borrowers in the banks of that 
county were duplicators. That is, they 
porrowed in more than one bank at the 
same time. 935 out of 6,737 borrowers 
porrowed from two banks; 262 borrowed 
from three banks; 89 from four banks; 
39 from five banks; 13 from six banks; 
three from seven banks, and one from 
§ banks. 

The credit bureau’s work is rapidly 
diminating these duplicate borrowers. 
The cost of this study was apportioned 
among the banks according to size. The 
largest bank paid only $53.06" for the 
service, and the smallest bank, $1.94. 
The cost for the greatest number of 
banks was between $5 and $15. 

The banks consider this to be a very 
low cost considering the results obtained. 
The work is kept up-to-date by each 
bank making a report once a week show- 
ing those borrowers who have cleaned 
up their line, also endorsers who are no 
longer endorsing other people’s paper, 
as well as new borrowers and new en- 
dorsers. 


The Largest Trust Company 


Stockholders of Bankers Trust Co. 
have approved the recent proposal of 
the board of directors that the capi- 
tal stock of the bank be increased 
from $20,000,000 to $25,000,000. 

The increase will be accomplished 
by the sale of 50,000 additional 
shares of stock at $750 a share. The 
total amount realized from the sale 
will be $37,500,000. After the new 


money has been paid in, capital will | 


be $25,000,000 ; surplus will be $50,- 
000,000; and undivided profits 
should be over $25,000,000, making 
a total of over $100,000,000. This 
will give Bankers Trust Co. the 
largest capital structure of any trust 
company in the United States. 


Central National Stockholders 
V ote Increase 


Stockholders of The Central Na- 
tional Bank of New York approved 
the proposal of the directors to in- 
crease the capital stock of the bank 
from $2,000,000 to $2,500,000, 
through the issue of 5,000 additional 
shares. Warrants will be issued to 
stockholders of record on June 19, 
1928, and will entitle the respective 
shareholders to subscribe to an 
amount of the new shares equal to 
25% of their holdings on the basis 
of $175 for each new share of stock 
issued. 











Correspondent Banks 


NEARLY a century’s accumulated experience and 
conservative progress have qualified the West- 
minster Bank to offer its characteristic services as 
a London correspondent to foreign banking es- 
tablishments. It functions through a system of 
over goo of its own branches in England and re- 
presentation in every banking town in the world, 
and is amply equipped (as are the Paris and 
Brussels offices of the Westminster Foreign Bank) 
for , specialised service in credits, collections, 
exchange, and all the ramifications of commercial 
finance. Banking houses wishing to establish 
a London connection aré invited to 
communicate with the 
Manager 


WESTMINSTER BANK 


LIMITED 
Foreign Branch: 82 Cornhill, London, or 


NewYork Representative:C. M. Parker,68 William St 
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A Complete Banking Service 





The Midland Bank offers exceptional facilities for the transaction 
of banking business of every description. Together with its 
affiliations it operates over 2400 branches in Great Britain 
and Northern Ireland, and has agents and correspondents in 
all parts of the world. The Bank has offices in the Atlantic 
Liners Aquitania, Berengaria and Mauretania, and a foreign 
branch office at 196 Piccadilly, London, specially equipped for 


the use and convenience of visitors in London. 


AMERICAN DEPARTMENT: POULTRY, LONDON, E.C.2 


MIDLAND BANK 


LIMITED 


HEAD OFFICE: 5 THREADNEEDLE STREET, LONDON, E.C.2 


Registered Mail Envelopes 


Heco Envelope Company 


Chi 





cago, Ill. 
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‘Some men would use carrier 
pigeons to save the post, were 


they sure of their return.’’— 
PETER HECO 






















Guaranty Increases Capital 


The plan to increase the capital 
stock of the Guaranty Trust Com- 
pany of New York from $30,000,000 
to $40,000,000, was approved by the 
stockholders of the company at a 
special meeting. 

The plan provides for the issuance 
of 100,000 shares of new capital 
stock at $300 per share to present 
stockholders, in the ratio of one new 
share for each three shares now held. 
Of the $30,000,000 resulting from 
this sale, $10,000,000 will be added 
to capital and $20,000,000 to surplus, 
which will bring the company’s cap- 
ital and surplus account to $90,000,- 
000. 


Shawmut Organizes Trust 


The National Shawmut Bank of 
Boston announces the formation of 
the Shawmut Association, a new in- 
vestment trust to be managed by the 
National Shawmut Bank of Boston. 
The Shawmut Association will have 
an authorized capital of 1,000,000 
non-par shares. At present 400,000 
shares will be offered for subscrip- 
tion at $50 per share, a total of $20,- 


NATIONAL 
PROVINCIAL 
BANK 
LIMITED 


Total Resources: 


Over $1,350,000,000 


($5=£1.) 


Head Office: 


15, BISHOPSGATE, LONDON, E.C.2 


UNION BANK OFFICE: 
2, Princes Street, London, E.C. 2. 


OVER 1,200 OFFICES. 


The Bank offers 


SPECIAL FACILITIES 
for the Conduct of the Accounts of 


OVERSEAS BANKS. 


AFFILIATED BANKS: 


COUTTS & CO. 
GRINDLAY & CO., LTD. 





000,000. Only 40% of the subserip- 
tion price will be payable imme- 
diately. The balance is subject to 
eall of the trustee. 


New Book On Taxes 


Guaranty Trust Co. of New York 
has prepared a 320-page booklet 
on ‘‘The Revenue Act of 1928,’’ 
which has just been signed by Presi- 
dent Coolidge. The booklet contains 
the full text of the income tax, 
estate tax, and other provisions of 
the law, together with explanatory 
summaries and digests showing the 
new rates of taxation and changes 
from the former law. Among the 
most important changes effected by 
the new act are the reduction of the 
corporation tax to 12%, the increase 
of the earned income credit from 


NEW BANKS REPORTED IN 


$20,000 to $30,000, and the repeal of 
the tax on automobiles. 


Richard S. Hawes Elected 


Director Chamber of Commerc ¢ 


Mr. Richard S. Hawes, senior vieo 
president of the First National Bank 
in St. Louis, former president of the 
American Bankers Association, and 
the Missouri State Bankers Associg. 
tion, has been elected a director of 
the St. Louis Chamber of Commerce 
of which he was formerly president, 
Mr. Hawes, for years, has been ae. 
tively identified with civie organiza. 
tions in St. Louis, and is one of the 
country’s most prominent bankers 


Right will win out—if you fight 
for it. 


PROCESS OF ORGANIZATION 


15 state banks—20 national banks 























Strate & Town NaME OF BANK CAPITAL pny CORRESPONDENT 
Connecticut | 
New Haven Sons of Italy Industrial, |. Liapcemnate es ope meeaeae me 
23 Wooster PI. 
Sharan Sharan National 25,000 | - _ -- J. Clinton Rorabach 
Florida | 
Palatka Palatka Atlantic National 100,000 |... __.--- J. M. Baker, % Atlantic Nationa 
Bank, Jacksonville, Fla. 
Georgia | 
Albany City National |} 100,000) - - - ..|W. B. Haley 
Douglasville First National 25,000 }..... . |J. R. Hutcheson 
Tilinois | 
Berwyn La Vergne National 100,000 | _ _- Jas. Kratochvil, 6816 Riverside 
; Drive, Berwyn 
Chicago Toombs Trust Co SOP) ROMER. Neen enti aoe 
Springfield Commercial Investment Tr.Co 50,000} - - _- ’ TOE 
Stewardson Stewardson National 25,000 |___- Chas. Mietzner, Jr. 
Kentucky 
Maysville Security Bk. & Tr. Co. 100,000} — $50,000|________-._-.--- 
| (Surplus) 
Massachusetts 
Buzzards Bay | Buzzards Bay National 50,000 |........-.|Jno. W. Ramsay 
Newton Central National } 200,000)... - Jno. D. Babbage, 85 Devonshir 
St., Boston, Nass 
Newton National 200,000 | - - - Thos. Weston, 84 State St 
Boston, Mass. 
Minnesota 
Montevideo First State } 50,000 
St. Paul First Veterans State 80,000 MISES adiccddiusndoswssncansadaie 
Missouri 
Belleville Belleville National Ds bacctces chebtntiecasatennedes 
New Jersey 
Englewood Highwood National BORO Old vesacsens Howard S, Eshelman, 
490 Railroad Ave. 
Newark Pacific National Bk. & Tr. Co. 208,000 |... ..----- | ncoscnceasce a ed aaa 
Norwood Norwood National eee Frank W. Skinner 
Verona OS) Sees eee ETRE SEES ESSN 
Bellerose First National eee Rufus E. Smith, 14 Delaware Rd 
(Mail Floral | Park) 
Briarcliffe , 
Manor Briarcliffe Manor National 75,000 |__ - “ Jas. L. Selfridge 
New York City | Plaza Trust Co. 2,000,000} 1,000,000/}__........--_--- 
| rr ore See a tae aati _ anaes 
University Nationa Se Nathan D. Perlman, 25 East 9) 
St., New York City 
Suffern eS I Seer Se ‘ cas 
Yonkers Bryn Mawr National 100,000 | _ -- Dr. R. Roberts, 24 Buckingha 
Pennsylvania 
Benson Citizens State IN «sinha vg ecnee ears be iingaewkes 
(Hallsaple P. O}.) 
South Carolina } 
St. George Dorchester Banking Co. ee K. E. Bristol, Pres. 
W. T. Brown, V. P. 
South Dakota 
Alcester First National 25,000) - - -.------ Geo. McCall 
Texas 
Pyote First National | eee Paul S. Cotner 
Utah 
Delta Pahvant Valley 25,000 5,000 |T. Clark Callister, Pres 
(Surplus) Park Robinson, Cash. 
Wisconsin 
Milwaukee South Side Bank Ei dniwnadeaa Raditinieieemieeaaves 
Whitefish Bay | Whitefish Bay State a S| ESSE Ses ear ees a 
Canada 
St. John, 
New Brunswick | New Brunswick 1,000,000 | a i a i edi 
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Franklin Trust To Increase 
Capital 


¢. Addison Harris, Jr. president 
of the Franklin Trust Co. of Phila- 
delphia announced that the board 
of directors voted to increase the 
capital structure by issuing 10,000 
additional shares of stock. Rights 
io subscribe to the new stock, at the 
rate of $400 per share will be issued 
to the present stockholders on the 
basis of 1 right for each 2 shares of 
stock now held. 


Financial Departmental At 
Detroit 


Financial advertising men may 
get a new slant on merchandising 
their services when they attend the 
financial departmental of the Inter- 
national Advertisers’ Association 
Convention held in Detroit July 
8-12, 

More efficiency in selling and ad- 
vertising financial services is the 
general theme, according to Julius 
(. Peter, vice president Detroit Trust 
Company, who is chairman. 


Permanent Bank Exposition 


An unusual idea that is attracting 
nation wide attention among bankers 
is the ‘‘Bank Among The Clouds’”’ 
being installed by the Bank exposi- 
tion, Ltd., 11 W. 42nd Street, New 
York City. 

The name, ‘‘Bank Among The 
Clouds,’’ deseribes a permanent ex- 
hibit of modern bank fixtures and 
equipment on one of the top floors 
of a large New York skyseraper. 
One entire story has been leased by 
the company behind this enterprise. 

Six different bank interiors are 
being built around a spacious lobby, 
each showing a distinctive style of 
counter. Behind these counters, the 
most modern machinery equipment 
will be exhibited, bookkeeping ma- 
chines, ete., will be placed exactly 
where they would be if a regular 
bank were functioning. There will 
be large space for safe deposit equip- 
ment, two large exhibit-halls for va- 
rious advertising and bank window 
displays, a complete bank library, a 
ladies’ rest room, a gentlemen’s 
lounge, a pipe organ and the latest 
in directors’ room and bank furni- 
ture equipment. 


Readers will confer a favor by mentioning THE JULY, 1928 BANKERS MONTHLY when writing to our advertisers 





NZ 


NATIONAL BANK of 
NEW: ZEALAND Ltd. 


HEAD OFFICE: 


8 MOORGATE, LONDON, E. C. 2 
Chief Office in New Zealand :-WELLINGTON 


BRANCHES and AGENCIES THROUGHOUT NEW ZEALAND. 
CORRESPONDENTS IN ALL PARTS OF THE WORLD. 


USA 



















Authorised & Subscribed Capital_________________ 


ny Sees Bo ccnviasiwtiel $10,000,000 
Reserve Fund & Undivided Profits.__.____________ $10,878,845 


$20,878,845 






The Bank issues DRAFTS and LETTERS OF CREDIT, makes Mail 
and Telegraphic Transfers, opens Current Accounts, negociates and 
collects Bills of Exchange, and conducts every other description of 
banking business with New Zealand. 








Envelopes for Every Purpose 
Heco Envelope Company 
Chicago, Ill. 





















“How frequent fine words go by 
post in frayed envelopes.” — 
PETER HECO 








More Business 
More Profit 
Less Cost 





Here’s a book that fits into 
today’s vital problem of bank 
management. How to keep 
a bank growing in all depart- 
ments by steady increases in 
the number of profitable cus- 
tomers— and at the same time 
cut advertising, new business 
and service costs. 


Send no money—simply return the attached coupon and 
let the book speak for itself 


RAND McNALLY & COMPANY 
Chicago, Illinois 


Send us postpaid ‘‘How Banks Increase Their Business.’ We will return it in ten 
days or send you $5.00 for it. 


Stamp and 
Signature 
in this space 












































Historical Booklet Issued 
By Bank 


Under the caption ‘‘Some Famous 
Privateers Of New England’’ the 
State Street Trust Co. of Boston has 
issued a very beautiful and interest- 
ing book of 87 pages. The book is 
illustrated with famous historical 
documents and pictures, and treats 
of some of New England’s famous 
ships known as “‘privateers.”’ 

The State Street Trust Co. has 
done much to perpetuate the romance 
and history of shipping that at one 
time centered in Boston. It has even 
cone so far as to construct its build- 
ing to represent the buildings of the 
days of privateers and every room of 
the building has something in the 
way of decoration that reminds you 
of the days of the clipper ship. 

In an introduction to the booklet, 


‘ 


Allan Forbes, president of the State 
Street Trust Co. says: ‘‘It is our in- 
tention each year to issue a publica- 
tion which will prove enjoyable and 
of historical value to its readers, and 
we trust we have succeeded in doing 
so with this brochure.’ 


Morris Plan Bank Becomes 


a branch in Petersburg and one jy 
Newport News. 

A recent statement of the bank 
discloses capital and surplus of 
$500,000, deposits of $4,536,843.97 
and total resources of $5,396,629.97 
The statement also shows that the 
bank serves a total of 31,000 ae. 
counts, 16,000 loan accounts an 
15,000 savings accounts. 


Statewide System In Virginia 
The Morris Plan Bank of Rich- 


mond has been granted permission 
by the Corporation Commission of 


the State of Virginia to establish 


branch in Roanoke, and at the same 


time to change its name to The 
Morris Plan Bank of Virginia. 
Established in July 1922, The 


Morris Plan Bank of Virginia now 
three 
branches in the City of Richmond, 


operates a 


main office 


and 


HEN you try to do big things 
the little tasks are easy; but 
qa When your ambition includes only 
little things, even they are difficult, 


Unusual illustrations and beaut) 
of color combination are the keynote 
of the effective poster. A line or two 
of type suffices. —Mary B. Reeves. 


NEW BANKS ORGANIZED OR REOPENED 


27 state banks organized—6 national banks organized—1 state bank reopened 


If a bank has reopened under a new name, the record appears in the list of changes on the opposite page 














State & TOWN NaMeE Or Bank CAPITAL Surpius & Prorits 
Alabama 
Birmingham Exchange $35,000 $3,500 
Arkansas 
Gurdon First National 25,000 2,500 
California 
Hynes Azores Dairy A Ag EEE = m 
Monterey Monterey 100,000 25,000 
Palo Alto Palo Alto National 150,000 50,000 
Mill Valley The Mill Valley 50,000 ee : 
Georgia | 
Avera => sel i li a a ascertain 
Rocky Ford I, Sete re kes eS eee 
Indiana 
Gwynneville \Gwynneville ee ee ee 
Iowa | 
Walker |Walker Trust & Savings 25,000 5,000 
Kentucky 
Maysville \Security Bank & Trust Co. eee! Bee ee See 
(to open July 9) 
Loulsiana 
Lafayette }Commercial National Bank Pee §=—_«s' '‘Rieweseuandbodn 
Massachusetts 
Wilmington ok AR ere RRR lee ee aR 
| (Branch of Reading, Mass.) 
Michigan 
Hamtramck Wojcik Industrial 25,000 10,000 
Minnesota 
St. Paul First Veterans State 80,000 20,000 
Produce Exchange (Reopened) 25,000 7,000 
Mississippi 
Bruce Bank of Bruce 20,000 4,000 
Missouri 
Boonville Old Trails 50,000 10,000 
Hale Farmers & Merchants eee.  “‘Risuebeteceuumeocs 
Nebraska 
Burchard \State Bank of Burchard A Soe 
Paxton Bank of Paxton i So es 
New Jersey 
Camden Third National Bank & Trust Co. NE Re eae 
East Orange |North Park & Dodge Trust Co 100,000 50,000 
Whippany First National 50,000 12,500 
New York 
Brooklyn Unity State Bank 200,000 100,000 
| (Surplus) 
Malverne Bank of Malverne 75,000 25,000 
New York City Industrial National 1,500,000 750,000 
North Carolina 
Lexington Industrial Bank of Lexington 40,000 16,000 
Pennsylvania 
Philadelphia Guardian Bank & Trust Co. 360,000 150,000 
Sonsitaly Bank & Trust Co. 125,000 79,690 
South Carolina 
St. George Dorchester Banking Co. REED. ‘Rixcunsgckaakcoet 
Texas | 
Ft. Stockton |Pecos County State De: .  Mnticatsstiecdaaneed 
Utah 
Delta |/Pahvant Valley | eee eee Fee 
Wisconsin 
Milwaukee Sixteenth Ward State RO eae 
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PRESIDENT 


M. J. Knight 
John N. Stuart 
V. B. Dewey 
A. M. Allan 


John L. McNab 
T. J. Sewell 


L. B. Holt 


.|L. B. Holt 


Jasper D. Case 


Keith Vawter 


. |Horace J. Cochran 


.|T. L. Evans 


Louis F. Wojcik 


E. C, Lilly 
S. Speranza 


H. K. Hunter 


H. A. Creagan 
Geo. McDonald 


J. D. Barr 
Pete Eginton 


William McCully 
Alex F. Reid, Jr. 
Robert B. McEwan, Jr. 


Edward E. McMahon, Jr. 


P. W. F. Lindner 
William I. Sirovich 


W. O. Burgin 


Horance G. Polhemus 
John M. DiSilvestro 


K. E. Bristol 


J. M. Montgomery 





T. Clark Callister 
John R. Stewart 


BANKERS MONTHLY JULY 19% 


Joseph B. McMahon, Mer. 


CASHIER 


S. Gary Turnley 
Rupert A. Stuart 
W. H. Walker 
kK. E. James 

H. E. Miller 

W. J. Swenson 


D. R. MeMillan 
S. J. Hermann 


Wm. B. Thurston 


White F. Varden 


Frank Debaillon 


John A. Blaska 


R. W. Lindeke 
A. H. Pioske 


J. E. Williams 


H. J. Miller 
Jay W. Higginbottom 


A. B. Kammerer 
F. M. Farr 


Frederic B. Pratt, Treas 
David A. Baldwin 


Geo. B. Lawson 


Ira L. Parker 
William H. Logan 


W. P. Bain 


|Theodore L. Seitz, Treas 
Gino A, Papola, Treas 


T. M. Wells 
F. A. Stubblefield 


Parker Robison 





\Frank C. Bandelin 
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Strate & TOWN 


Arizona 
Wilcox 


Arkansas 
Smackover 

California 
Los Angeles 


Rodeo 
San Pedro 


Florida 
Lakeland 


Indiana 
Fort Wayne 


Gary 
Leesburg 
Monrovia 
Monticello 
Mooresville 


Washington 


lowa 
Clarinda 


Promise City 
Storm Lake 


Kansas 
Clearwater 
Kinsley 
Oberlin 


Kentucky 
Fort Thomas 
Hazard 


Hickman 
Louisiana 
Marksville 
Moreauville 
Newellton _- 
Plaucheville 
Massachusetts 
Fall River 


Milford 
Michigan 
Battle Creek 
Hamtramck 
Highland Park 


Minnesota 
Eden Valley 
Franklin 
Hokah 
Park Rapids 


Winona 
Missouri 
Golden City 
Jonesburg 
Lexington 
Malden 
Parkville 
Perry 
St. Louis 


Van Buren 


New Jersey 
Allenhurst 


East Orange 


Newark 


Pemberton 
Penns Grove 


New York 
Hornell 
Lynbrook 


New York City 


New York City 
N. Y. C. Borough of 


Bronx, N. 
White Plains 


North Carolina 
Brevard 


North Dakota 
Dickinson 


_ Plaza 


ABSORPTIONS AND CHANGES IN TITLE 


21 consolidations; 13 successions; 11 mergers; 


2 absorptions 


19 title changes; 6 purchases; 2 conversions. 


Present NAME 


Page County State 

| 
Security State 

Citizens First National 


Home State 
Kinsley | 
Oberlin National 


Fort Thomas 
Perry Bank & Trust Co. 
Hickman Bank & Trust Co 


Citizens Bank & Trust Co. 
Citizens Bank & Trust Co. 


Citizens Bank & Trust Co 


B. M. C. Durfee Trust Co. 
Milford Nat Bk. & Tr. Co. 


City Nat. Bk. & Tr. Co 
Peoples Wayne County 
Peoples Wayne County 


State Bank of Eden Valley 
State Bank of Franklin 
Hokah State 

State Bank of Park Rapids 


Winona National & Savings 


First National 

Peoples Exchange 

Lexington Savings & Trust 
Co. 

M alden State 

Farmers Exchange 

Perry State 

Guaranty Bank & Tr. Co 


Carter County State 


Alguhaen National Bank & 
Trust Co. 





Savings Investment & Trust 
Co. 


Franklin Bank & Trust Co. 
Peoples Nat. Bk. & Tr. Co 


Penn's Grove National Bank} 


& Trust Co. 


Citizens Nat. Bk. & Tr. Co. 

Lynbrook Nat. Bk. & Tr. Co 

The Bank of America 
National Ass'n 

The Bark of United States 

Bronx Borough 


Peoples Nat. Bk. & Tr. Co. 
Pisgah Industrial 





Farmers State 


Peoples National 


} Anson State Bk., Anson, Kan 


|Fort Thomas Bk. 
Hazard Bank & Trust Co. and} 


|Avoyelles Bk. 


Tensas State i¢ 
|Avoyelles Bk. & Trust Co. 


Former NAME 


Yorktown Savings Bank, 
Yorktown, Ta. 

Promise City Savings 

|Farmers State Savings Bank, 
Sulphur Springs 


National Bk. of Kinsley 
First State 


& Tr. Co. 
Perry Co. State 
New Farmers & Merchants 


& Trust Co. 
Avoyelles Bk. & Trust Co. 
‘itizens 


| 
| 


How CHANGED 


Riggs Wilcox Bank & Trust Co. |Consolidation 
| » 
| 
|Smackover State Bank of Smackover Succeeds 
Citizens National Trust & Citizens National Bank and 
Savings Citizens Tr. & Sav. Bk.|Consolidation 
Bank of Pinole (Rodeo Br.) | First National | Merger 
Bank of America Harbor Commercial Savings |Succeeds 
Lakeland State Bk. & Tr. Co.|State Bank of Lakeland Succeeds 
Lincoln National Bank &/Lincoln National Bank and 
Trust Co Lincoln Trust Co. |Consclidation 
Fifth Avenue Second Mid-City State Title 
Peoples State Peoples Succeeds 
First National Farmers Bank, Hall, Ind.|Consolidation 
White Co. Loan Tr.& Say.Co.| National Bank of Monticello | Purchased 
Mooresville State Farmers State Bank and 
Mooresville Trust Co. Consolidation 
Peoples Nat. Bk. & Tr. Co Title 


Taken over 
Consolidation 


Consolidation 


Consolidatjon 
Purchased 
Merger 


Title 
Consolidation 


Consolidation 


|Taken over 
Taken over 
|Succeeds 

|Taken over 





and Metacomet National 
Milford National 


City National 


Peoples State Bank and 


Security State 

Citizens State 

Farmers State 

Ponsford State Bank, 
Ponsford, Minn. 

Winona National Bank and 
Winona Savings Bank 


Citizens National 


Bank 

Lafayette County Trust Co. 
and Lexington Savings Bk 
Bank of Malden 

First National 


The Insurance Bank of St. 
Louis 


Bank of Ellsinore, Ellsinore, 
Mo. 


|Allenhu rst National 


lo entral Trust Co. of Essex 


| Bank 
|Mutual Bank of Roseville 


Peoples National 
Penn's Grove National 


Citizens National 
Lynbrook National 


Bank, Commercial Ex- 
change Bank 
Trust Cc 


National) 
Peoples National 


Pisgah 


| Farmers State Bank, 





First National 
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Gladstone, N. D 
'Pioneer State 


|Central ene Bank & 


|Bronx Bank (formerly Bronx 


| 
Massasoit-Pocasset National | 


|Merger 
| Title 


"Title 


Wayne County & Home Bank|Title 
Wayne Co. & Home Bank | Merger 


Consolidation 
Purchased 
Purchased 
\Consolidation 
|Consolidation 
Consolidation 


Exchange Bank and Peoples | Merger 


Consolidation 


Succeeds 
Purchased 


|Peoples Bank and Perry Bk. |Consolidation 


Title 


Taken over 


Title 


County, and East Orange) Merger 


Succeeds 


Title 
Title 


"Title 
\Succeeds 


The Bank of Ametica, Bow- | 
ery & East River _ | 


| Merger 


|Merger 


|Merger 
Title 


\Succeeds 


Taken over 





Taken over 


(Continued on page 71) 














CapPimraL oy PRESIDENT CasHIER 
| | 
$60,000) $12,220W m. M. Riggs Thos. D. Ward 
. 
25,000 2,500\Leo. Berg L. E. Tennyson,Jr. 
4,000,000) 7,020, 720. Dabney Day F. R. Alvord 
50,000] ~~ "64; 340 W. “L. Davenport |G. C. Bell 
150,000} 50,000 Wm. P. McDonald\W. F. Reid 
} 
1,000,000} 1,053,760/Theo. Wentz Geo. Waldschmidt 
50,000 23,560\ Louis H. Glueck F. H. Huber 
25,000 15,000\C. A. Hall D. D. Ferverda 
30,000 10,000)G. I. Allen J. B. Sedwick 
50,000 44,660\John M. Turner ic has. H. Gl satis n, 
50,000 25,000:E. F. Hadley w Oo Shudisberaee 
150,000; 450,000\M. F. Burke A. Hastings 
| 
25,000} 5,000|\Wm. 8. Bradley "|. E. Packard 
75,000 58,750\Geo. J. Schaller |. A. Jones 
25,000 5,000) Leslie B. Wise C. Bishop 
~~""50,000|  -50,796\H. O. Benton Chris G. Jorn” 
5,000 17,150|W. C. Sanders D. J. Lyons 
180" eee L. F. Brasher J. 1. Dempsey 
80,000 65,000/T. M. Mathews JJ. S. Pearce 
25,000 7,225|W. W. Burnside (J. T See 
1,200,000} 904,160John S. Brayton |]. F. Manchester 
500,000 362,080\C. C. Green E. R. Morton 
100,000 52,510\Geo. Wiley V. F. Maciejewski 
200,000 159,890|Edwin J. Eckert F. B. Fitzgerald 
30,000 6,000\/F. C. Meier FE. A. Arnold 
| 15,000 11,800)Anthony Poss Ek. B. L. Eckberg 
10,000 12,000)G. J. Hoffman R. H. Hoffman 
20,000 12,180). E. Flynn R. W. Smyth 
200,000 173, 860)E. L. King L. D. Allen 
50,000 10,000)D. E. Pence G. L. Kolterman 
(Surplus) - 
20,000 5,000/G. L. Wilson J. M. Shelton 
50,000}  .25,320\F. Lee Wallace ‘J. L. Mann, 
Secy-Treas. 
20,000 18,465\Sam G. Downing JW. D. Ellis 
20,000 31,500/C. P. Breen E. J. Breen 
25,000 25,000|\D. FE. Waterston |A. G. Elam 
200,000 66,390)Hillsman Taylor |F.R.Von Windegger 
EOE idee: GREE) Beis 
100,000 35,000John C. Conover {Russell I. Yawger 
| 1,500,000] 2,159,870|Harry H. Thomas |Geo. L. McCloud, 
Secy.-Treas. 
etudbencdaee CliffordF.MacE voy) Frederick Bowden, 
Secy.-Treas. 
100,000 102,870/Thomas Early W. D. Hunt 
| 150,000} 189,000). F. Felton ~~ Geo. H. Jackson — 
| 
| 
| 25,000,000} 37,016,387|Edw. C. Delafield (Chas. E. Curtis 
® 8,333,400} 10,101,400|Bernard K. Marcus |Ralph Henderson 
penenicens | 1,135,590/Geo. F. Fennell Alfred Koch 
|J----"2-"-- RE RE Ce haere aa 
25,000}... ...... H.Pickelsimer O. H. Orr 
| 25,000 E. O. Lerberg 


CHANGES DUE TO CONSOLIDATIONS 


7 taken over; 





25,000/A. Peterson 








Saves Money 


As a complete list of all 
the banks in the United 
States with their cities 
and states this book is 
worth many times its price 
of $2.50. 

Those desiring such a list 
will find it an economical 
purchase as well as a 


Key to Numerical System of ak reference ‘book of the 
The American Bankers Association \ 7 


Quick as a flash, and with unerring accuracy, this book reveals 
the transit number of any bank in the country, at a glance. 

Revised to April, 1928 every American bank is listed alpha- 
betically by state, city and name, and cross-indexed numerically 
by transit number. So many banking changes have taken place 
since the last edition that your Transit Department is not safely 
equipped unless you have this latest Key to the Numerical System. 

This book is published every two years by Rand MCNally & 
Company as: official numbering agents of the American Bankers 
Association. The price is $2.50 per copy and this includes semi- 
annual supplements, which will be mailed to you until publication 
of the next edition, two years hence. 

This low price necessitates an edition limited strictly to known 
demand and we urge you to place your order at once to avoid 
disappointment. 


Send the coupon now, while your order can be filled. 


PUBLISHED BY 


> MENALLY & GomMPANY 


Largest publishers of banking publications in the world 
536 S. Clark Street Chicago, IIl. 


SEND NO MONEY —SIMPLY MAIL THIS COUPON TODAY 


T RAND MCNALLY & COMPANY, 
Banking Publications Dept., 
536 S. Clark St., Chicago, Ill. 


| 

| 

| Please forward at once copies of the new ‘“‘Key to the Numerical System 
| of the American Bankers Association” and bill us for $2.50 per copy. 
| 
| 
| 


Readers will confer a favor by mentioning THE JULY, 1928 BANKERS MONTHLY when writing to our advertisers 
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CHANGES DUE TO CONSOLIDATIONS 


ABSORPTIONS AND CHANGES IN TITLE 


(Continued from page 69) 

















Strate & TOWN Present NAME Former NAME How CuHancep| CaprraL gp rly PRESIDENT CASHIER 
Ohio — F — . x 
Cincinnati Washington Bk. & Tr. Co. Washington Bk. & Sav. Bk. Title $250,000} $121,426Geo. C. Kolb Frank B. Kroger 
Edon Edon State Bank Co. Farmers National |Consolidation 50,000 ,630/E. F. Brandon A. C. Mauerhan 
New Vienna New Vienna First National Absorbed 60,000 30,280\Chas. J. Johnson /|H. N. Penn 
Oklahoma ae ee . ° 
Ponca City Security Bk. & Trust Co. Security State Succeeds 200,000 100,000 L. K. Meek W. D. Pfeiffer 
Weatherford First State First National Bank and | 
Guaranty State Bank Merger 25,000 1,000\F. D. Lucas R. F. Dickerson 
Oregon : err 
John Day Grant County First National Bk. of Grant 
Co., Canyon City, Ore. nn  #§ Tndaneicedtabadadanaueumiesabsbceue sii whaiianldap idee antntetaaite 
ennsylvania | 
. Anavipps Aliquippa National First National Bank, 
Woodlawn, Pa. = ee Cae A. W. Coombs F. D. Long 
Beech Creek Beech Creek National Beech Creek State Conversion 35,000 17, 000/P.McD.Tibbins L. D. Brungard 
Philadelphia - ie ean Bank & |National Bank of Mt. Airy |Title 150,000 37/500John C. Rose Charles C.Gamble 
Trust Co. 
Scranton Dime Bank-Lincoln Trust Lincoln Trust Co. and Peo. 
Co. Sav. & Dime Bk & Tr. Co. |Consolidation 1,350,000) 1,698,060|Ralph A. Amerman)Edwin H. Shafer 
South Carolina ’ ; a 
Charleston Citizens & Southern Bank of| Atlantic Savings Title 500,000 638,240)A. E. Bird A. C. Koster 
South Carolina 
South Dakota | ; vr: 
Spearfish Bank of Spearfish American National |Consolidation 25,000) + 51,000|H. G. Weare W. E. Dickey 
Texas | | ; 
Granbury First National City National |Consolidation 100,000 4,400/D. C. Cogdell W. F. Juliff 
Leander First State First State Bank, Consolidation 15,000 1,200\C. R. Mayfield p-M. Shows 
Liberty Hill, Tex. 
Marble Falls Home State Ebeling Banking Co. Purchased 25,000 7,000\M. C. Parrish D. E. Fowler 
McCaulley First State First Guaranty State Title 25,000 4, D. W. Maberry S. N. Hardy 
Paige Guaranty State Guaranty Bond State Title 25,000 (i JAP H. G. Lehman 
Wylie Wylie State |Pirst State Succeeds 25,000 3,750|Homer N.Chapman\V. B. Gallagher 
Virginia | 
Roanoke Guaranty Trust Co. \Title Guarantee Trust & Succeeds 558,830 78,230/T. W. Fugate Claud O. Young, 
| | Savings Bank Secy.-Treas. 
Staunton Staunton Nat. Bk. & Tr. Co. \Staunton National a. re Pepe a ee ee ee PFE 
Waynesboro Citizens-Waynesboro Bank /|Citizens Bank and Waynes- 
| & Trust Co boro National Bank Merger 75,000 23,250\Boyd Stombock Jas. W. Wright 
Wisconsin 
Bangor | First N Vational |Bangor State Conversion 50,000 40,700)L. J. Roberts E. J. Wiles 
Racine Manufacturers Nat. Bank & | | Manufacturers National Bk. 
Trust Co. of Racine | of Racine Title 300,000 275,600)/Chas. F. Alden Thos. C. Sunsted 


New Branches Authorized For 
National Banks 


Holston-Union National Bank of Knoxville, 
Tenn. Location of branch—Vicinity of the 
corner of Gay and Commerce Streets, Knoxville. 

The National City Bank of New York, N. Y. 
Location of branch—Vicinity of 52 Wall St., 
Borough of Manhattan. 

The Public National Bank & Trust Co. of 
New York, N. Y. Locations of branches: Vicin 
ity of Kingsbridge Road and Davidson Ave., the 
Bronx; vicinity of White Plains Road and 233rd 
St., the Bronx; vicinity of Northern Blvd. and 
85th St., Queens. 

The National 
Philadelphia, Pa. 





Bank of North Philadelphia, 
Location of branch—Vicin- 


ity of Shelten and Wissahickon Aves., German 
town, Philadelphia. 
The Central National Bank of the City of 


New York, N. Y. Location of branch—Vicinity 
of corner of First Avenue and 81st St., New 
York City. 

The Bank of American National Association, 
New York, N. Y. 
Jerome Avenue, at or about 
St. New York City. 

The Public National Bank and Trust Co. 
New York, N. Y. Location of branch—Vicinity 
of Northern Blvd. and Main St., 
Queens, New York City. 


208th or 


The Orange National Bank, Orange, N. J. 
of 


Location of branch—V icinity 
Central Ave.and Center St., 
The Atlantic National Bank of Charleston, 
So. Car. Location of branch—vVicinity of the 
corner of Broad and Church Sts., Charleston. 


of 
Orange. 


corner 


The Farmers and Merchants National Bank of 


Baltimore, Md. Location of branch—Vicinity 
of the corner of Third and Eastern Aves., 
Highlandtown, Baltimore. 


W. O. McClure, 
Safe Deposit Department of The 
Cleveland Trust Co., has been elected 
president of the National Safe De- 
posit Council, made up of safe de- 
posit representatives from financial 
institutions throughout the United 
States. 


Location of branch—On 
209th 


of 


Borough of 


manager of the 





What Goes By Air Express 


The question “What is in the pack- 
age?” prompted the American Railway 
to make a survey of air 
express shipments to San Francisco and 
some interesting facts were disclosed. 

Several consignments were the latest 


Express Co. 


French models of 
eoats from New York City. 


ladies dresses 
A leading 


and 


bank received several parcels of checks 





from eastern banks. Some photographs, 
sent to New York City for development, 
were returned. One firm received a 
parcel of advertising copy, and another 
a box of electrotypes. A daily news- 
paper got an auditor’s report by air 
express. A news reel taken at the scene 
of an important event on the east coast 
reached a local theatre only three days 
after the happening. 


The New York Trust Company 


Capital, Surplus and Undivided 


57th Street and Fifth Avenue 


Profits 


. . . 


$33,000,000 


Domestic and Foreign Banking Facilities 


Personal Services 
Trust Services 


100 Broadway 


Readers will confer a favor by mentioning THE JULY, 1928 BANKERS MONTHLY when writing to our advertisers 


40th Street and Madison Avenue 





CLASSIFIED 
ADVERTISEMENTS 


Advertisements will be accepted under this 
heading at FIVE CENTS per word, signa- 
tures, address, name and heading to be 
counted. Send cash with your order. 
Answers addressed care of the BANKERS 
MONTHLY will be forwarded promptly. 


PRINTING 
Omaha Printing Company, 13th and Farnam 
Sts., Omaha, U. S. A. Lithographers, Embossers, 
Stationers, Office Furniture. 7*-12 ti. 


SAFES—Used, Screw Door, Bank Safes, De- 
posit Boxes, Vaults, etc. John Murray, 126 E. 
Pearl Street, Cincinnati, Ohio. 6*—12 ti 





FOR SALE 
Bank Safe, York Safe Company, 
Original cost $1800. 
Address, Effingham 
Illinois. 


State Bank, Effingham, 


5*-2ti. 


“IT would not be without The 
Bankers Monthly” —Frank R. 
Hull, Assistant Treasurer, Ex- 
celsior Trust Co., Excelsior 
Springs, Mo. 


NEED ENVELOPES? 
WRITE HECO—CHICAGO 


Greeting New Depositors 


The world’s best known lesson in savin, 
—The Gleaners,”’ steel engraved, car 
form, suitable text, personal signature, 
make a lasting greeting. Sample gladly. 
The Frank Martin Company 
Marshall Building Cleveland 


> 


"NEW SAVINGS 
ACCOUNTS 


May we send you an interesting 
new folder illustrating and de- 
scribing illuminated signs for 
use in banking rooms. 


Ask for Folder B. M. 


DAVENPORT-TAYLOR MFG. Co. 


412 Orleans St. 318 Little Bldg. 136 W. 43rdSt. 
CHICAGO BOSTON NEW YORK 


STRONG seairr™ my a TOOLS 
STEEL: BE ITER C Corn TELLERS 


Coin Wrappers, Currency 
Straps, Tubular Wrap- 
pers, Tellers’ Moisteners, 
Coin Trays, Coin Bags, 
Lead Seals, Seal Presses, 
Manual Counters, Wrap- 
per Cabinets. 


Sold By Leading Bank Stationers 
The C.L. Downey Co. “Cincinnati, Ohio 
'941-943-945-947 Clark Street 


maker. 
Will sell at a bargain. 


Banks Reported Closed 


52 state banks—9 national banks 
Colorado 
Amherst—American State Bank 
Burlington—First National Bank 
Denver—Pioneer State Bank 
Florida 
Miami—Flagler Bank & Trust Co. 
Sarasota—American National Bank 
West Palm Beach—Morris Plan Co. 
Georgia 
Avera—C. E. Mathis Bank 
Illinois 
Davis—Farmers Bank 
Moweaqua—First National Bank 
Stewardson—First National Bank 
Toledo—Toledo State Bank 
Viola—Viola State Bank 
Indiana 
Gwynneville—Gwynneville State Bank 
Rising Sun—Farmers Trust Co. 
Vincennes—Knox-Harrison Bank & Trust Co 
Iowa 
Buckgrove—Buckgrove Bank 
Hopkinton—Farmers State Bank 
North English—North English Savings Bank 
Pierson—Peoples Bank 
Kansas 
Lyndon—Lyndon Farmers Union 
Kentucky 
Morgantown—John M. 
Michigan 
Atlanta—Atlanta State Bank 
Minnesota 
Avoca—First National Bank 
Felton—First State Bank 
Trosky—Citizens State Bank 
Vernon Center—Vernon Center State 
Mississippi 
Philipp—Planters Bank 
Missouri 
Carthage—Union Trust Co. 
Ulman—Bank of Ulman 
Montana 
Bearcreek—Miners State Bank 
Nebraska 
Belden—Farmers State Bank 
Clearwater—State Bank of Clearwater 
Dannebrog—Dannebrog State Bank 
Fagle—Farmers State Bank 
Fairfield—Farmers & Merchants Bank 
Magnet—Magnet State Bank 
Meadow Grove—Meadow Grove State Bank 
Newport—Rock County State Bank 
Springranch—Blue Valley State Bank 
Western—Western State Bank 
York—Farmers State Bank 
North Carolina 
Henderson—Bank of Vance 
Stonoville—Farmere- Merchants Bank & Trust 
‘0. 
North Dakota 
Carrington—First National Bank 
Jud—Citizens State Bank 
Ohio 
Lucas—Farmers & Merchants Bank Co. 
Mt. Sterling—First-Citizens National Bank 
Springboro—Farmers Bank 
Oklahoma 
Bristow—First National Bank 
Garvin—Farmers State Bank 
Webb City—First State Bank 
South Carolina 
Little River—Bank of Little River 
South Dakota 
Toronto—First National Bank 
Tennessee 
White House—Bank of White House 


Bank 


Carsons Banking Co. 


Bank 


Paso—American Trust Bank 
(Voluntary liquidation) 
North Pleasanton—Guaranty Bond State Bank 
Novice—Novice State Bank 


Palo Pinto—Banking House of Cunningham 
Bros. 


Weir—Weir State Bank 
Virginia 

Cleveland—Peoples Bank 
Wisconsin 

Hammond—Bank of Hammond 


& Savings 


Baseball Schedule Advertises 
Bank 


The Lafayette-South Side Bank & 
Trust Co. of St. Louis distributed a vest- 
pocket card containing the schedule of 
baseball games of the home teams on 
the home grounds. A brief savings 
message was included. 


It is much easier to be critical than 
to be correct.—Benjamin Disraeli. 


INDEX TO 
ADVERTISERS 


Allyn & Co., A. 
Athey Co 


Bank of America, Chicago 
Bank of Italy 
Bankers Trust Co., New 


c 


Chemical National Bank, New York 
Classified Advertisements 
Continental Nat. Bank & Trust Co., Chicago.. 


D 


Davenport-Taylor Mfg. Co 
Downey Co., C. L 


Engineers National Bank, Cleveland. . . . 
Equitable Trust Co., New York 


F 


Financial Advertisers Asso 
First National Bank, Detroit. 
First National Bank, St. Louis. int 
First Wisconsin National Bank, Milw aukee Bian 
Fritz-Cross Co 


General Motors Accept. Corp 


H 


Hancock Mutual Life Ins. Co................. 


I 
Illinois Merchants Trust Co., Chicago 


Lacy Co., L. D 
LaMonte & Son, Geo 
Lawrence Warehouse Co. 


Martin Co., Frank 
Midland Bank, Cleveland 
Midland Bank, Ltd 


National Bank of New Zealand, Ltd 


WMotiened Cle GR. .cicscvesoscctsesensducegn 


National Provincial Bank, Ltd 
National Safe & Lock Co 
New York Trust Co. 


Peoples Wayne County Bank 
Poole, John 


Rand MeNally & Co 
Remington-Rand,Inc. 
Riggs National Bank, Washington 


Sargent & Greenleaf, Inc 
Simons, Brittain & English, Inc 
State Bank of Chicago. 


Straus National Bank & Trust Co., Chicago... . 


Union Trust Co., Chicago 
Union Trust Co., Cleveland 
Union Trust Co., Detroit 


Westminster Bank, Ltd 
Wilson Corp., J. G 


Yale & Towne Mfg. Co 
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